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WHICH DO YOU WANT To SELL ? WE HAVE BOTH | 


WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 


ESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. 
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SYMECK OF 
SECURITY 


© BE SURE, THE LIFE INSUR- 
ANCE SALESMAN IS A RESOLUTE FELLOW. HIS PATIENT 
PERSISTENCE HAS COME TO BE AN IDENTIFYING CHARAC- 
TERISTIC. YARNS, WOVEN ABOUT HIS TENACITY, GO THE 
ROUNDS. YET THE GRUFFEST PROSPECT MUST ADMIRE — 
AND MAY ENVY —THE MAN WITH THAT SPIRIT. FOR HIS 


PERSEVERANCE IS PURE PLUCK. HIS ENDURANCE IS GRIT. 





PERSISTENT? YOU BET HE IS} AND. . . INNUMERABLE LIFE 
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Firmer Stand Is © 
Needed in Field 


President Mulligan of New York 
City Life Underwriters As- 
sociation in Appeal 


ASKS MORE PROTECTION 
Praises the Work and Results of the 
Inter-Company Anti-Twisting 
Agreement 





NEW YORK, March 8.—A firmer 
stand by companies and a much more 
strongly organized life underwriters as- 
sociation, with greater cooperation be- 
tween the field and the home office, were 
ued by Frank J. Mulligan, president 
of the New York City Life Underwriters 
Association, in opening the sales con- 
gress this morning. Praising the work 
of the inter-company anti-twisting agree- 
ment, Mr. Mulligan said that many 


agents are of the opinion that the com- 
panies could go even further than they 
have and that the interests of the pol- 
icyholder and the original agent would 
be better served if the stand of the com- 
panies on this matter were a little more 
kard-boiled and if the companies “were 
less concerned with volume and more 
concerned with the character of the 
agent submitting the volume. 


Opportunity for Improvement 


“Is not this possible of improvement” 
asked Mr. Mulligan. “Many of us think 
itis and I know from the attitude of 
Many company officials that they are 
mroe than willing to discuss this matter 
with properly accredited representatives 
Irom the field.” 

Referring to a case in which the local 
association was put to heavy expense to 
defend a suit brought by a man who had 
yeen prosecuted in a twisting case, Mr. 
Mulligan said that while the companies 
involved should have ben interested in 
the work of conservation involved, “we 
find a reluctance among the companies 
'o consider that they have a part in the 
conduct of such cases. We are con- 
‘inced that the time must come when 
the companies will see this and once 
they do and once they put the combined 
— of their great organizations, both 
egal and financial, at our side and help 
‘Ss in this battle that time will see the 
Rasa of the evils of twisting. Illegal 
will hee can be stopped overnight and 
7 < stopped overnight when we arrive 
mini real cooperation between the ad- 
a end and. the selling end of 
ie bg The speaker also pre- 
of . that other problems, such as that 

ile part-time agent, would be solved 

Y such cooperation, 


Proposes Complete Reorganization 


oa Mulligan proposed a complete re- 
ncn “ of the local association, em- 
ager’s ac branches, such as the man- 
tatio Ssociation, the C. L. U. organ- 

n, the supervisors’ association, and 


‘Women's division, all of which would 














Comment on the U.S. Plan 


T. B. Macaulay of the Sun Life of Canada Makes Some 
Observations on President Roosevelt’s Monetary Policy 





T. B. Macaulay, retiring president of 
the Sun Life of Canada, in his annual 
report made the following comment on 
business conditions in this country: 

“We in Canada are so closely asso- 
ciated in business matters with our 
friends in the United States that de- 
velopment in that country cannot fail 
to produce corresponding results on our 
side of the line. The devaluation of the 
American dollar by 41 percent of its 
former gold content is an epoch-making 
event, and has profoundly altered the 
outlook not only there but here. The 
value of American currency has now 
been definitely established, and new re- 
covery forces of vast power are already 
in operation. 


Result of Devaluation 


“The general raising of commodity 
prices in order to restore to business 
reasonable margins of profit is of course 
a necessity. Devaluation has made this 
price rise inevitable, and has_ thus 
brought prosperity within much closer 
range. 

“It may surprise some that there has 
not-already been a more marked rise 
in prices since the dollar measuring rod 
has been so shortened. We may take it 
as an axiom that prices cannot rise 
materially except as the result of pur- 
chasing demand. There is no other 
way. Even devaluation cannot provide 
a short-cut. There must be increased 
purchasing power, and this can only 
develop as money becomes more plenti- 
ful and circulates more freely. This con- 
dition is being produced by the great 
public expenditures and by the growing 
expansion of general business. . How 
rapid the progress will be we do not 
know, but of one thing we can be cer- 
tain, commodity prices must rise sub- 
stantially as they gradually become ad- 
justed to the altered gold content of the 
dollar. 


Devaluation Became Necessary 


“Devaluation had become necessary 
in order to obtain relief from the stead- 
ily mounting burden of debt of all kinds, 
governmental, municipal and individual. 
This relief could come only in one or 
other of two ways—either by wholesale 
repudiation of debts, or by raising prices 
to a level permanently higher than that 
of 1926-28, while leaving the nominal 
value of the debts unchanged. This 
higher level is not only desirable, but 
inevitable. How can prices fail to rise 
when values are measured in dollars 








work as divisions of the larger associa- 
tion. He also proposed changing the 
present executive set-up, with possibly 
an upper and lower house substituting 
for the resent executive committee. The 
lower house would have three divisions: 
field men; supervisors, assistant general 
agents, and unit managers; and general 
agents and managers. The upper house 
would be made up of past presidents of 
the association and would have equal 
powers with the other house. Mr. Mul- 
ligan suggested giving the officers power 
of decision in case of a deadlock, 





worth 59 cents 
worth 100 cents? 

“If a man have a property worth $10,- 
000 in 1926, he would be very fortunate 
if he could today sell at half that figure. 
He may have borrowed $4,000 or $5,000 
in the days when such a mortgage 
seemed amply secured. The time had 
come when he was facing the loss of 
his entire investment, while the holder 
of the mortgage was facing the neces- 
sity of foreclosing, with resulting prob- 
able loss. Devaluation has changed all 
that. Prices are gradually moving up- 
ward, and when they will have reached 
their new ultimate normal level, that 
property can reasonably be expected to 
be worth not merely the old figure of 
$10,000 but probably $14,000, or even 
more, when measured in the new dol- 
lars. This will be a happy solution for 
both owner and creditor. 


Alive to Monetary Control 


instead of in dollars 


“A few years hence we may have the 
problem of preventing prices going 
higher than even the normal new level, 
but as the supply of available capital 
can be effectually regulated by the 
credit base, this future danger can be 
averted, and in any case it need not 
trouble us now. That Mr. Roosevelt 
is fully alive to the necessity of intelli- 
gent control of the monetary base is a 
a for which we cannot be too thank- 
ul. 


Will Benefit All Classes 


“As prices gradually rise to their new 
level, property of every description will 
increase in value, and this must produce 
an era of great prosperity. Devaluation 
will benefit all classes, but of all classes 
the most favored and happiest will be 
the holders of equities—the holders of 
stocks. I have always had supreme 
faith in the future of this continent, with 
its vast resources and its virile and 
progressive people. It has been held 
back only by temporary conditions, 
which are now being rapidly removed. 
Released from their fetters, our two 
countries are already resuming their 
prosperous onward march. [| do not 
mean that we must have another disas- 
trous boom, for booms can only assume 
dangerous proportions if the ship be left 
unmanaged and allowed to drift as the 
winds may drive it. What we can look 
forward to is a great but normal pros- 
perity, I hope so controlled and reg- 
ulated that it will become our perma- 
nent condition.” 


Chicago Lawyers Club Is 
to Honor Palmer at Dinner 





Director Palmer of the Illinois insur- 
ance department and some of his associ- 
ates will be present and will be honored 
at a dinner of the Insurance Lawyers 
Club of Chicago to be held March 12 in 
the Union League Club in that city. 
Presidents of a number of companies 
have been invited to attend and sit at 
the speakers table, 





Rewriting Issue 
Is Major Problem 


Life Insurance Sales Research 
Bureau Makes Report on 


Subject 


SUGGESTIONS SET FORTH 





Companies Are Quizzed as to the 
Methods They Follow with Their 
Agents 


HARTFORD, March 8.— Prompted 
by the growing importance which life 
companies place on the problem of re- 
written business the Life Insurance Sales 
Research Bureau has completed a com- 
prehensive survey of current methods 
of coping with this problem. The data 
on which this report is based was col- 
lected from a large number of companies 
in the United States and Canada and 
forms an accurate cross-section of re- 
sponsible opinion on the reasons for re- 
writing and methods of doing it to ‘the 
best advantage of the company, the 
agent and the policyholder. The study 
incorporates the highlights of the past 
two years in the way of rewriting de- 
velopments. 

Surprising Degree of Unanimity 


A surprising degree of unanimity was 
found among a majority of the com- 
panies questioned regarding several 
major points. Outlining these, the 
bureau’s study says: “A large majority 
if not all company officials would agree 
first that the rewriting problem is still 
a tremendously important issue and one 
which may have an effect on the future 
profits of the company. Second, that 
the single most important factor back 
of the great increase in demands for re- 
placed business is a wrong attitude or 
lack of understanding on the part of the 
agent and policyholder and that at least 
a part of this is traceable to the com- 
panies themselves. Third, that extended 
and continued educational effort by 
home offices directed toward both the 
agent and policyholder, and possibly 
some corrective measures, are going to 
be needed or the problem will not cease 
with better times.” 


Persistency of Rewritten Business 


The report brings out the significant 
fact that the persistency of rewritten 
business is not nearly so favorable as 
that of business which is heavily loaned. 
One of the important conclusions of the 
study is that loaned business after pas- 
sing the next policy anniversary persists 
as well as other business and, therefore, 
it is a mistake to disturb it by rewriting. 

Two striking examples of the cost of 
rewritten business are given in the re- 
port, as follows: 

Company 1—Of $247,000 of rewritten 


i business 69 pefcent had lapsed at the 


end of the first year; 86 percent had 

lapsed by the end of the second year, 

leaving only 14 percent remaining in 
(CONTINUED ON PAGE 10) 
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Dr. Ward’s History Brings Rebaptism of F aith 


The volume “Down the Years,” of 
which the,author is Dr. W. R. Ward, 
medical director of the Mutual Benefit 
Life, is now being rather generally dis- 
tributed. It was published a year ago, 
but only a few copies went out, princi- 
pally to some of the Mutual Benefit 
veterans. 

Dr. Ward is historically minded and 
has great reverence for _ tradition. 
“Down the Years’ which was prepared, 
after lengthy research, is scholarly, and 
is impregnated with the author’s deep 
affection for the true principles of life 
insurance and for the Mutual Benefit. 

Reading of this book brings a re- 
baptism of faith in the institution and 
the book is a powerful antidote for the 
congestion that has been caused by 
writers of malicious articles and books 
about the business and by perhaps sin- 
cere but lopsided critics. 

The volume is a history of the Mu- 
tual Benefit, but is far more than a 
campaign biography of the “puff” va- 
riety. 


Unsuccessfully Attempted 
to Avoid Agency Plan 


Dr. Ward starts with the origin of 
the insurance idea and goes on to trace 
the development of life insurance in the 
United States. One of the interesting 
statements is that the Mutual Life of 
New York, the organization of which 
Feb. 1, 1843, Dr. Ward states, marked 
the inception of the institution of life 
insurance in the United States, started 
by attempting to procure new business 
without the employment of agents, de- 
pending largely on newspaper advertis- 
ing for publicity. After a time, he said, 
the Mutual Life came to the conclusion 
that without agents the advantages of 
life insurance would not be awakened 
in the public. Consequently it perma- 
nently adopted the agency system. 

That is an interesting fact to know 
at this time when Sears, Roebuck & 
Co. has just entered the life insurance 
business, presumably for the most part 
on the mail order plan. 

After laying the background, Dr. 
Ward tackled fondly the history of the 
Mutual Benefit. 


Founder Obtained Life 
Insurance Lore Abroad 


On Jan. 30, 1845, the New Jersey 
legislature passed an act incorporating 
the Mutual Benefit. At that time, the 
home office city of Newark had a pop- 
ulation of only 25,400 but was under- 
going rapid development as a manu- 
facturing and business center. The 
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Medical Director Mutual Benefit 





in Life I 


moving spirit in bringing together the 
incorporators was Robert Livingston 
Patterson, who acquired his first knowl- 
edge of life insurance in London dur- 
ing frequent visits there. He gathered 
together forms, prospectuses and other 
life insurance data in England and re- 
turned to the United States and suc- 
ceeded in bringing together a group of 
12 men as incorporators. 

A permanent organization was ef- 
fected March 14, 1845, and Mr. Patter- 
son was elected president. The first 
policy was issued on the life of Hora- 
tio Holden of New York, but the pre- 
mium was not paid and the insurance 
was never in force. The second policy 
was issued May 20, 1845, on the life 
of Benjamin C. Miller, secretary of the 
company. Mr. Miller, in 1898, had the 
unusual experience of receiving the 
proceeds of his insurance in full while 
still in possession of his faculties, hav- 
ing then attained the age of 96. 


Many Restrictions Found 
in the Earliest Policies 


The earliest policies stipulated, that 
without the consent of the company, 
the insured might not go upon the seas 
or pass beyond the settled limits of the 
United States, Canada, Nova Scotia or 
New Brunswick. From July 1 until 
Nov. 1, the assured could not pass 
south of the southern line of North 
Carolina and Tennessee or west of the 
Mississippi river, except in certain set- 
tled regions. If these regulations were 
disregarded or the insured died by his 
own hand, or in consequence of a duel, 
or by reason of intemperance in the use 
of liquor, by the hands of justice or in 
attempt to violate the law or if the an- 
nual premium were not paid, the policy 
and all payments due thereon became 
forfeited. 

There was a lack of any non-forfeiture 
provisions, but the company early de- 
cided on the policy of purchasing, at 
an equitable rate, the policy of an in- 
sured, who desired to sell. 

Mr. Patterson was president for 17 
years. He was succeeded by Lewis C. 
Grover, who as a young lawyer, had 
prepared the charter and who had been 
attorney and counsel in 1845. He as- 
sumed the office during the Civil war 
and the necessity arose of enforcing the 
clause in the contract that if the in- 
sured were to enter into any military 
or naval service whatsoever, the policy 
would be void. However, choice of three 
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options was offered to old policyholders 
entering war service: Policies might 
be continued at an extra premium, poli- 
cies nullified by war service might be 
renewed upon discharge of service if the 
insured furnished satisfactory evidence 
of good health or all policies becoming 
claims during the war might be settled 
for the value of the policy. 


Special Dispensation to 
Volunteers From Two States 


In 1863, as a patriotic service, the 
company agreed in the emergency to 
grant to citizens of Pennsylvania and 
Maryland, who were insured in the 
Mutual Benefit, permission without 
extra charge to volunteer for the de- 
fense of their states to repel the pres- 
ent invasion while within territorial 
limits of either of those states. 

The company also purchased heavily 
of government bonds. The extra pre- 
mium insurance for the war risk proved 
adequate but not excessive. 

The Mutual Benefit had many policy- 
holders in the south and these policies 
lapsed during the war because of non- 
payment of premiums. When peace was 
declared, the company agreed to rein- 
state policies that lapsed because of war 











Devoted Seven 


Years to Work 








Some seven years were required for 
the completion of “Down the Years,” 
partly because of the pressure of Dr. 
Ward’s official duties, but mostly be- 
cause of the painstaking investigation 
which he considered essential. The task 
was a most congenial one, combining 
his intense interest in American histori- 
cal matters and his devotion to the Mu- 
tual Benefit Life. 

Dr. Ward is a trustee of the New 
Jersey Historical Society and comes of 
a family rich in historical associations, 
his ancestors having been among the 
settlers of Newark in 1666. The small 
stone schoolhouse in which he received 
his primary education was built in 1784 
and is still standing. He is a past presi- 
dent of the New Jersey Society, Sons 
of the American Revolution, a member 
of the Washington Association of Mor- 
ristown, N. J., and of the Lincoln Cen- 
tennial Association of Springfield, Ill. 
In connection with the Sesquicentennial 
of United States independence he deliy- 


conditions if the policyholder 
show evidence of insurability. 
policyholder had died or could ng 
qualify for reinstatement, there wa 
paid to him or his beneficiary th 
“equitable value,’ which was the fy 
reserve at the time of lapse. 
Following the war there was an jp. 
creasing demand for insurance an 
President Grover, in one of his annul 
reports, expressed apprehensio; 
whether the growth was not too rapid, 
He said: “Our main care should 
to give our greatest efforts to keep th 
business in perfect order in all its de 
partments, carefully guarding all the in. 
terests of the members and in all tha 
relates in character to see to it that n 
man takes our crown, while in all ; 
relates to who shall be the greatest, we 
leave others to struggle in the rate.” 


could 
If the 


Many New Companies 
Promoted in the Boom 


The post-war boom in life insurane 
led to the creation of many new lit 
companies, principally on the stock bz 
sis. Dr. Ward said the new companie 
were operated according to reckles 
and unscientific principles, high com 
missions being paid, rebates offered 
speculative investments being made it 
company funds and rank extravagance 
in company management. 

In 1868 the New York insurance de 
partment found the Mutual Benefit 
showed the lowest expense ratio of any 
of the 37 companies operating in New 
York. } 

The first policies were one year ani 
seven year term contracts and on the 
whole life basis. In 1859 the first en 
dowment policies were written and it 
1862 the first limited payment policies 

In 1868 the statement of cash surrer- 
der and paid up privileges was inserted 
in the policies. These privileges wet 
available after two full premiums hal 
been paid. The provision was alii 
made retroactive. ‘This principle,” ke 
said, “of extending to all policyholder 
insofar as possible any new privilege 
which are given to new _ policyholder 
has now become firmly — establishei 
through constant practice in the oper 
tions of the Mutual Benefit.” 

The Mutual Benefit nonforfeitut 
system was adopted in 1879, which prt 
vented forfeiture after two full annua 
premiums had been paid. It did mt 
give larger allowances for lapsed 0 

(CONTINUED ON PAGE 10) 














































ered two important addresses, “Our 
Heritage,” and ‘“Washington’s Masterly 
Retreat Through the Jerseys,’ which 
were widely distributed in pamphlet 
form. Lately he has been broadcasting 
regularly over a Newark radio station 
on “The Spiritual Lives of Our Presi- 
dents.” “The Pelican,” the Mutual Ben- 
efit’s house organ, contains his radio 
talks on Washington and Lincoln in its 
February issue. 

Active in religious and philanthropic 
work, Dr. Ward has made many trips 
abroad and is a keen student of condi- 
tions in the near and far east. He is a 
director of the American Waldensian 
Aid Society for the furthering of edu- 
cation in the Orient and is acting treas- 
urer of the China Famine Relief Asso- 
ciation. In 1902 he was one of the 
organizers of the Florence Crittenton 
Home for Girls and has acted as its 
president since that time. He is treas- 
urer of the Newark Y. M. C. A., and 
has been a director of it since 1915. 
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Hercules Boosts 
Commission Offer 





Abandons 25 Percent Proposal for 
50 Percent Scale for General 


Agents 
could 
: the 
Ic 
¢ wi pRODUCERS NOT SIGNING 
ry the 
he ful . 
Expect Dispute to Come to Head 

mi be Within Week—Possible Legal 
; n x 

annul Complications Loom 
n sion 
> rapid. 
ruld be Withdrawal by the Hercules Life of 
eep ys Chicago, Sears, Roebuck & Co. sub- 
os . sidiary, of its effort to sign up agents of 
all thafm the reinsured National Life of U. S. A. 
that nofmon a 25 percent graded contract,- with 
n all it larger commissions than usual in the 
fre ORS second and third years as compensation, 









became known this week. 

The tentative proposal of Hercules 
officials struck a snag in the almost 
unanimous refusal of the agents to ac- 
cept the proposed contract. Hercules 
executives then, it is reported, proposed 
a slightly higher scale—40 percent top 
first year for general agents and 10 per- 
cent less for ordinary agents—but upon 
continued show of resistance by the 
agents, came to the decision to go to a 
50 percent graded first year scale for 
general agents and 40 percent for or- 
dinary agents. 
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Stand on Latter Proposal 


This is said to be the proposal on 
which the officials are standing. Even 


ear _ with the modification more in line with 
on tt common practices in agents’ contracts, 
first eM the Hercules is reported to have se- 





and in 
policies 
| surrer: 


cured signatures of only three agents, 
but no general agents. Two of these are 
said to have accepted only upon release 









insertelfi of their liability for any agency balances 
es wettie Owing the National Life (U.S. A.) fund 
ims half™™ in which assets of the reinsured com- 
ras alifme Pany are segregated. 

ple,” he The negotiations of Hercules officials 





with the agents are reported to have 
reached a climax with the offering to 
at least three agents ‘of a further in- 
ducement, the privilege of making pur- 
chases from Sears, Roebuck stores at 
10 percent discount, in all except the 
groceries department. 
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Little Inducement Seen 






Several conclusions stand out as sig- 
nificant this week, according to one of 
the general agents. The 50-40 percent 
contract in the Hercules Life is no in- 
ducement as compared with a 55-50 per- 
cent contract in any one of a large num- 
ber of fine established companies. Most 
young companies, except those operat- 
ing in New York State, find it necessary 
to buy business by offering 60, 65 per- 
cent or more first year graded commis- 
sion, 

_ The Hercules’ low scale, it is believed, 
inevitably makes it impossible to at- 
tract any but National Life of U. S. A. 
agents desirous of retaining their re- 
newals, 

If the practice of foregoing agents’ 
balances due the segregated assets of 
the National Life, U. S. A., should be 
continued and many agents would sign, 
the fund thus would be employed to fi- 
Nance agency development of the Her- 
cules, a factor, it is said, not specifically 
contemplated in the reinsurance agree- 
ment although the Hercules has con- 
cagrable latitude in administering this 
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ane agents are most concerned about 
; Sangle. It is probable that their pro- 
€ctive organization formed in Novem- 
*t, 1933, and known as the “Agency 
“Managers & Supervisors of the Na- 
(CONTINUED ON PAGE 8) 
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U. S. Supreme Court Holds 
Sunstroke Is Not Accident 





SUN NOT ACCIDENTAL MEANS 





Nothing in Weather or Other Circum- 
stances Suggested Which Was 
Unknown to Assured 





WASHINGTON, March 8.—Holding 
that there is a difference between injury 
from accidental external means and acci- 
dental result, the United States Supreme 
Court classes sunstroke in the latter cate- 
gory, affirming a decision of the sixth 
circuit court of appeals in a case brought 
by Florence Samuels Landress against 
the Phoenix Mutual Life and the Trav- 
elers. 

The suits were instituted to recover 
benefits provided in the policies for acci- 
dental death following a fatal attack of 
sunstroke suffered by the insured while 
playing golf. The insured was con- 
tended to have been in good health, an- 
topsy revealing that there was no bodily 
infirmity or disease which could have 
been a contributing cause of death, and 
it was argued that the death, resulting 
from voluntary exposure to the sun’s 
rays under normal conditions, was acci- 
dental and therefore within the liability 
clauses of the policies. 


External Means Sun’s Rays 


Pointing out that the policies dis- 
tinguished between the result and the ex- 
ternal means which produced it, the 
supreme court declared “the insurance is 
not against an accidental result. The 
‘tipulated payments are to be made only 
f the bodily injury, though unforeseen, 
s effected by means which are external 
ind accidental. The external means is 
tated to be the rays of the sun, to which 
‘he insured voluntarily exposed himself. 
-etitioner’s pleadings do not suggest 

(CONTINUED ON PAGE 24) 








Dette and Bendiner in 
Race for Commissioner 











PHILADELPHIA, March 8.—Gov- 
ernor Pinchot wil name a new insur- 
ance commissioner to succeed the late 
C. H. Armstrong within two weeks. 

Several names have been mentioned, 
but two men most prominent are 
R. Dette, one time secretary Insurance 
Federation of Pennsylvania and former 
vice-president Independence Indemnity, 
and Irving Bediner, agent New York 
Life in Philadelphia, who is active in 
affairs of the Philadelphia Association 
of Life Underwriters and who is an in- 
structor in life insurance salesmanship 
at the Wharton School of the Univer- 
sity of Pennsylvania. 


Seen as Ideal Selection 


Mr. Dette, who is said to know more 
insurance agents in Pennsylvania by 
their first name than any other man in 
the state, is being urged by a number 
of insurance organizations. His backers 
include fire, life, industrial and casualty 
men, agents and home office officials 
alike. It is felt he understands prob- 
lems and would make an ideal commis- 
sioner. 

Mr. Bendiner is said to be a Pinchot 
man and to have, on occasion, acted as 
attorney for the department. He has 
indicated a desire to place life insurance 
in a high plane and to eliminate “float- 
ers” from the business. 

Among other names mentioned are 
Charles Graft, present acting commis- 
sioner: F. W. Kendrick, former mayor 
of Philadelphia and former president 
Commonwealth Casualty, and former 
Mayor H. A. Mackey of Philadelphia. 

Mr. Mackey is being discounted en- 
tirely. Mr. Kendrick is well liked 
among insurance men and his appoint- 
ment would not be opposed. As for 
Mr. Graff, earlier reports had it that he 
was to be kept in office until the end 
of the Pinchot administration. 
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Palmer Witness 
in Peoria Case 


Illinois Insurance Director Denies 
Delaying Action in the 
Receivership 


BAREFACED LIE, HE SAYS 


Reiterates His Objection to Transfer- 
ring Assets From Bankrupt Com- 
pany to Peoria Mutual Life 


A sweeping denial that he had ever 
said that he “did not give a damn for 
the court” and would not do anything 
in the Peoria Life case for three or 
four months, was made by Insurance 
Director Palmer of Illinois in the re- 
ceivership hearing before Master Stone. 

S. F. McGrath, attorney for the Pe- 
oria Mutual Life, which has presented 
a contract for taking over the insolvent 
company, to which objections are being 


heard, had inquired about a conversa- 
tion purported to have taken place in 
Chicago Jan. 18. 

J. L. Drahos, Cedar Rapids, Ia., dis- 
trict manager Peoria Life; W. H. Luel- 
len, Kansas state manager; T. E. Rog- 
ers, Michigan state manager, and H. A. 
Frankel, director of the Peoria Mutual, 
talked to Mr. Palmer. 


Conversation Is Reported 


“They report this conversation,” Mr. 
McGrath said. “Mr. Frankel said: 
‘Judge Niehaus has ordered this com- 
pany mutualized. An application for a 
charter has been filed with your depart- 
ment and has now been approved by 
the attorney general,’ that you then 
stated, referring to Judge Niehaus, ‘I 
don’t give a damn for the court or the 
attorney general or any one else. This 
case is in my lap and I’m telling you 
it is going to be three or four months 
before anything is done about this com- 
pany.” 

“It’s absolutely a barefaced lie,” Mr. 
Palmer declared. “I want to say this. 
Mr. Shurtleff sent B. C. Wentworth, an 
attorney of Chicago, to see me. He 
told me they had this statement and if 
I didn’t do certain things they were 
going to indict me. I told Mr. Went- 
worth: ‘You can tell Mr. Shurtleff to go 


to hell, I'll run this thing as I am 
now.’ ” 

“And you said: ‘I know I approved 
the charter but since then I have 


changed my mind’.” Mr. McGrath con- 
tinued. 

“There might have been something 
of that kind.” 

“Then Mr. Frankel asked you on that 
occasion, ‘What is wrong with the char- 
ter?’ and you replied, ‘I know but I 


9% 


won’t tell you’. 
Could Get It in Writing 


“T may have but there was no occa- 
sion to tell them verbally. They would 
get it in writing.” 

“Did Mr. Drahos say to you, “There 
are 60,000 policyholders anxious to 
know what is to be done,’ and you said, 
‘I don’t care about your 60,000 policy- 
holders. I have 112,000 here in the 
National Life, U. S. A., case and it is 
more important. There is nothing go- 
ing to be done in the Peoria Life case 
until the National Life, U. S. A., case 
is done’?” 

“T didn’t say the National Life, U. S. 
A., case is more important.” 

Another line of questioning by Mr. 
McGrath concerned the filing of a peti- 
tion for liquidation of the Peoria Life. 

Mr. Palmer testified he went to Pe- 
oria the night before the petition was 

(CONTINUED ON PAGE 24) 
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Two Cardinal Points in 
Prospecting Work Given 


Beebe Tells What Type of Men 
Agent Should See in Selling 
Work 


The importance of seeking prospects 
whose interests and background are 
compatible with those of the under- 
writer was stressed by S. K. Beebe, 
Union Central Life, at the New York 
Sales Congress. 

“Differences in cultural and intellec- 
tual backgrounds are immediately ap- 
parent and the self-made man, risen 
from the ranks, frequently has an in- 
nate resentment toward the so-called 
‘college type,’ whose earlier intellectual 
advantages are evident. On the other 
hand, the trained professional man will 
probably find himself more in accord 
with the polite and refined attitude of 
his own type. 

Must Speak Same Language 


“Putting it another way, you must 
seek out men who speak your own lan- 
guage. This, obviously, limits your 
field of endeavor and disproves the old 
adage that everyone is a prospect for 
you. 

“Again, in thinking of whom to see, 
it might be well to accept the theory 
that history repeats itself and that what- 
ever causes and attributes brought suc- 
cess in your former sales might be rea- 
sonably expected to recur in future 
sales. With this in mind, I made a di- 
gest of my sales in the past four years 
and some very interesting information 
was brought to light. 

“T discovered that 80 percent of my 
sales in that time were to executives or 

(CONTINUED ON PAGE 17) 





Two Viewpointson 
Business Cover by 
Simon and White 











Two phases of business insurance 
were presented at the New York Sales 
Congress by E. H. White, estate plan- 
ning manager of- the Luther-Keffer 
Aetna Life agency, and by Leon G. Si- 
mon, Equitable Life of New York pro- 
ducer and author. 

Those engaged in the selling of busi- 
ness insurance believe that in the next 
few years a great deal of this type of 
coverage will be written, said Mr.. Si- 
mon. 

“No life underwriter who is actively 
engaged in selling life insurance can 
afford to pass up the fine opportunities 
that are offered through business in- 
surance,” Mr. Simon said. “The selling 
of life insurance is today a complicated 
and difficult task and the life under- 
writer must keep himself posted on 
modern methods and the changes in the 
insurance laws. He must move for- 
ward with the trend of the times and 
keep himself so posted, otherwise he 
will fall by the wayside and his brother 
underwriters who are bending every ef- 
fort to move forward in this work will 
eventually get the full benefits of the 
life insurance business, which of course 
include the writing of a large amount 
of business insurance. 

“Business insurance is just as essen- 

(CONTINUED ON PAGE 17) 





Mason Tells How to Get in and 
Secure Interviews from 
Prospects 


The maximum of advance information 
on a prospect will be the biggest help 
in getting in to see him and staying 
there long enough to sell him the in- 
terview, C. H. Mason, State Mutual, 
said at the New York Sales Congress. 

“If the source of the lead was a 
reference from a policyholder or mu- 
tual friend, our informant will give us 
this type of data to help us get in: card 
or letter of introduction; best time of 
day to see him; when he goes out to 
lunch; whether or not it would be ad- 
visable to telephone him before call- 
ing; the number of barriers in the outer 
office, such as telephone girl, personal 
secretary, boy at the information desk; 
whether he is surrounded by other em- 
ployes or has his own private office; 
whether there is an office railing. We 
can get this invaluable information only 
if we ask our friend for it.” 

Must Meet Defensive Attitude 


Where a letter or card from the mu- 
tual friend is not obtainable, Mr. Mason 
suggested writing a short note to the 
prospect; also in cases where a first call 
has failed to gain admission. As _ to 
staying in, it is first necessary to get 
the prospect out of his determinedly 
defensive attitude. 

“First let us assure Mr. Prospect that 
we are not going to ask him to buy 
today. His original determination not 
to buy will be eased. Then if we fol- 
low up that assurance by making it 
easy for him to get rid of us, he will 
not do so—a fundamental psychological 
principle intervenes in our favor. We 
convince him that we do not use high 
pressure methods. 

“But there still remains the fact that 
we are a stranger. He must derive 
some benefit before he will grant the 
interview. It is up to us to present a 
dynamic idea, one so strong in its ap- 
peal that it promises actual profit to the 
prospect, an idea that earns the right 
to an interview. That the idea was pre- 
sented by a stranger does not nullify its 
effectiveness. We are now in a posi- 
tion to conclude our approach by in- 
viting the prospect to discuss a prob- 
lem in an interesting way.” 








Tyson Plan Helps Men 
Decide Life’s Objective 














J. A. TYSON 


In talking to a great many men about 
their objectives in life, Manager J. A. 
Tyson of the Guardian Life has found 
that most of them have a very hazy idea 
of what they want to do. So he studied 
the situation and the results were pre- 
sented at the New York Sales Congress. 

“T feel that if we can get before each 
one of our prospective clients a clear 
picture of the most important things he 
wants to accomplish in life,’ said Mr. 
Tyson, “we take a long step toward 
helping him to accomplish his objec- 
tives, and at the same time help our- 
selves to make sales more easily. Ex- 
perience has taught me that once a 
prospect gets a clear picture of the 
things he wants to do and is shown the 
amount of capital necessary, he is very 
anxious to do something about it, and a 
sale usually results.” 

A “Blue Book” was worked out as a 
sort of framework on which to hang the 
sales-talk. Each page has one or more 
headings. A summary blank is at the 
end. The headings are: (1) “Purchase 
your life insurance to cover specific 
needs. (2) “Confidential information” 
(such as insurance now owned, age of 
wife and children, stocks, bonds, etc.) 
(3) Needs: final expenses—emergency 
fund for beneficiaries—administration 
cost—encumbrance on home—life in- 
come for wife (larger income until chil- 
dren grow up)—educational fund for 
children—old age pension for self and 

(CONTINUED ON PAGE 17) 








Action Is Builder of Morale 








The building of self-confidence and 
morale through action was urged by G. 
B. Dorr, Northwestern Mutual Life, at 
the New York sales congress. 

“Who will lose self-confidence if his 
mental attitude is right, if he knows 
buying motives and how to paint an at- 
tractive picture, if he has a file of nat- 
ural prospects?” asked Mr. Dorr. “Only 
the man who sits in his office procras- 
tinating. Only the man who knows all 
but sees none. Only the man who as 
he sits, melts as snow or ice does in a 
warm room. His effectiveness, his 
finesse, his art, his courage, his person- 
ality become just a spot on the chair, 
as the melted snow or ice becomes just 
a spot on the floor. Atction, calls, inter- 
views, contacts, fresh air, new faces and 
the effective exchange of ideas and cash 











strengthen morale and impart a power- 
ful quiet reserve of confidence not 
easily shaken.” 

To get the right mental attitude Mr. 
Dorr suggested reviewing the vast good 
done by life insurance, and the oppor- 
tunities it offers to the agent. As to 
buying motivation, fear, love and safety 
vo Nig most powerful factors today, he 
said. 

“Paint a picture and make the sub- 
ject matter penetrating, -human, and 
understandable. Use power words to ex- 
press the power of life insurance.” 

For natural prospects, Mr. Dorr sug- 
gested going over one’s life, in detail, 
and putting down all the names that are 
brought up in the process. Scores of 
natural contacts, untouched for many 
years, will be discovered, he predicted. 
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Many Topics Covered at j 
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Shifts 
VIEW BEGINNERS’ MARKEP! 


W. S. Hale of Penn Mutual Says Sy. 
cessful Prospecting Is Founda- 
tion of Success 



















By R. B. MITCHELL 


NEW YORK, March 8.—With 
eight sessions meeting at once, followed 
by another series of eight simultaneow 
conferences, the New York City Sale 
Congress may have caused many t 
wish they could be in more than one 
place at once, but nobody could com 
plain that he couldn’t find a subject be. 
ing discussed that interested him, u- 
less he happened to be one of thos 
fortunate underwriters who have m 
problems. 

The addresses of each of the leader 
of the 16 simultaneous sessions occt- 
pied 15 to 20 minutes of the hour meet: 
ing, the remainder being devoted to dis 
cussion, but each talk was as ably pre 
pared as if the speaker had been at: 
dressing the entire sales congress. Each 
speaker covered a particular phase 0 
the business and undoubtedly the 
knowledge that he would have as his 
hearers only those interested in that 
phase enabled him to go right to the 
heart of the subject, without the neces 
sity for making his speech generd 
enough to appeal to every person a 
tending the congress. 


Beginner’s Market Viewed 


The whole subject of prospecting } 
as much a matter of selling as is the 
procuring of applications, but unfor 
tunately this is not recognized by mos 
life insurance men, to their great oss 
said W. S. Hale, assistant general agett 
Penn Mutual Life, in the first sessiot 
Most successful salesmen of life insu 
ance plan their work most carefully, ht 
said, and any successful prospector 
market builder must do the same thing 
The foundation of success is prospect 
ing. A poor salesman with good pros 
pects will sell more life insurance thal 
a good salesman with poor prospects. 

“In determining where to go, I be 
lieve you can very profitably answe! 
these questions: (1) What type marke! 
do I want? (2) What kind of market 
am I qualified to serve? (3) What meth: 
ods of market building will I utilize ™ 
building my markets?” Mr. Hale sai 
“I believe it is the part of wisdom 
answer the first two of those questiol 
before coming to a consideration of tht 
third. 

Advocates 10 Year Spread 


“Let us first consider a market Pt 
marily composed of young men. 
you want them to be single or mar ‘at 
If you want single men, then 11 
age brackets? Apply the same 3 ; 
tion to the young married men. 
underwriters, I have observed, call oe 
will do a better selling and _ servicl® 
job with men who are within 4 oe 
year spread of their own age—not m 

(CONTINUED ON PAGE 17) 
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Present Wide Variety of Selling Methods 








‘General Session 
Heldjin}Afternoon 


Gray Stresses Understanding of 





at If What Life Insurance 
Really Is 
JULIAN S. MYRICK TALKS 
RKET 
Riehle Outlines Primary Principles— 
ys Su? Lichtermann and Connell Conduct 
ida- Forums With Hirst and Maduro 


NEW YORK, March 8.—Much of 
the confusion about life insurance in 
the public mind is due to innocent ig- 
norance, which if replaced by a simple 
understanding of what life insurance 
really is, would be a powerful sales 
argument, Albert E. N. Gray, assistant 
secretary Prudential, declared today at 
the general session of the New York 
City Sales Congress which followed the 
16 group sessions this morning. 

“Don’t you think the time has come 
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of those ie : ; 
__[@ to stop worrying about our profession 
lave NM and start learning our trade?” he asked. 
“In saying that, I’m not trying to de- 
leaders tract from the dignity of your calling. 
is occ It's the indignity of your not calling 
ar meet: that worries me.” 
1 to dis Many of the hostile articles and books 
bly pre on life insurance are in large part due 
een ate '° failure to comprehend the basic 
ss. Each Structure of life insurance and the life 
rok. oe surance policy, he continued. Much 
ily th of the twisting that is done has its 
. vf hie roots in similar ignorance. 
in that Get Picture of Reserves 
t to thi The place to get a true picture of life 
ie neces insurance is not in actuarial formulas 
genera but in the one place that has been over- 
rson at: looked—the company’s annual records, 
Mr. Gray declared. Each policy’s re- 
si serves may be viewed as a savings ac- 
, : count. If a policyholder dies, his re- 
ecting | serve, Or savings account, is returned to 
s is the his beneficiary, and an amount equal to 
t unfor the difference between his reserve and 
by most the face of his policy is taken from the 
eat loss, reserves of the surviving policyholders 
al agent, HM to pay the amount of his death claim. 
session. With this sort of picture, it is much 
fe insut- easier to show that holder of an en- 
fully, he fi dowment policy and the holder of a 
ector of term policy each gets what he pays for, 
ne thing. no matter how long the policy has been 
yrospect: in force when he dies. 
pooh Urges Constructive Attitude 
oak _ Speaking on the strength and _ soli- 
o, I be darity of life insurance, J. S. Myrick, 
answer Manager Mutual Life of New York in 
> market New York City, pointed out that the 
f market lite insurance agent must, if he is to up- 
at meth hold this strength and properly repre- 
tilize il sent his company and the institution as 
fale said. 4 whole, defend the sale of the agent 
sdom tf “4o has gone before, and if necessary, 
juestions bring that agent’s work up to date and 
mn of the seek to make the person insured a 


firmer believer in life insurance, making 
a um understand not only its great 
’ str : 

ength but also its character as well 





rket "0 as its benefits. 

a ried? Anyone connected with a life insur- 
on wi ance company must realize how through 
4 ues he years we have been responsible for 
mi Mos introducing the 65,000,000 policyholders 
an and ar ways of thrift and saving to 
servicing tld up their reserves in life insurance 





fntracts | that serve to protect their 
amilies in the event of their death, 
(CONTINUED ON PAGE 12) 
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Different Psychology Is 
Needed in Selling Women 




















MISS EMMA H. DITZLER 


Selling women and selling by women 
were discussed at the New York Sales 
Congress by Miss Emma H. Ditzler, 
Connecticut Mutual Life, and Mrs. 
Kathryn Ford, Mutual Life of New 
York and president of the League of 
Insurance Women. 

The difference in psychology between 
men and women should be borne in 
mind by agents selling to women, said 
Miss Ditzler. 

“IT have found women more thrifty 
than men. Second, they are more cau- 
tious: they want to know more about 
what they are buying. And third, they 
are more interested in life insurance as 
an investment and retirement fund 
rather than for protection.” 

One of the greatest mistakes in deal- 
ing with women is talking about “old 
age income,” Miss Ditzler warned. 
“There isn’t a woman in the land who 
cherishes the thought of old age,” she 
said. “It is my belief, and experience 
bears me out in this, that the average 
woman does not like to contemplate the 

(CONTINUED ON PAGE 12) 





Specific Suggestions to 
Improve Sales Talk Told 


Good Closing Points Are of In-|Seven Good Pointers on What 


calculable Value Says Youngman 
of Mutual Benefit 


It is of incalculable value to have at 
all times a memorandum of 10 to 20 
good closing points so that before every 
sales presentation one can make a se- 
lection of at least five to use before 
leaving the prospect, said A. V. Young- 
man, Mutual Benefit Life at the New 
York Sales Congress. 

Mr. Youngman suggested the follow- 
ing points: (1) Contrast by word pic- 
ture the situation of his beneficiaries 
with his present insurance as against 
what you are suggesting (2) If an in- 
come proposal, check over each item, 
permit him to cut down items he feels 
his family can get along without, point- 


ing out, however, the effect of such re- | 


ductions; (3) since human beings are 
basically selfish, stress strongly again 
the retirement features, also the self- 
satisfaction and pride of ownership in 
having the completed program; (4) re- 
alizing that the natural reaction is to be- 
come enthusiastic and then cautious, 
early closing points should be a discus- 
sion of details unimportant as far as ac- 
tual decision of whether to buy or not 
is concerned; (5) because human beings 
like to keep up with the Joneses, letters 
from policyholders stating their satisfac- 
tion with your insurance programs and 
service are effective closing points. 


Service Should Be Stressed 


My feeling is that such letters should 
refer to your insurance service rather 
than to your company; (6) human in- 
terest stories portraying predicament of 
people who have failed to follow such 
programs, or the security and happiness 
of those who have adopted them, are 
very powerful. We should all have a 
repertoire of such stories and decide be- 
fore the interview which ones we are 
going to use in the close; (7) the idea 

(CONTINUED ON PAGE 12) 








Income Plan Principles Told 





Four principles which should be 
borne in mind in preparing for a clos- 
ing interview on income insurance, were 
given at the New York sales congress 
by C. P. Dawson, associate general 
agent, New England Mutual. “First,” 
he said, “we should organize our ideas, 
carefully featuring the points that ap- 
peared to be of major interest to the 
prospect during our preliminary inter- 
view; (2) wherever possible we should 
visualize our ideas, respecting the fact 
that a prospect can retain only 10 per- 
cent of what he hears but can retain 50 
percent of what he both hears and sees. 
Many times a simple chart or graph 
can convey an idea better than a page 
of typed words or figures; (3) we must 
tie our ideas up to human needs. This 
becomes largely a matter of expression. 
We should put emphasis on the idea 
involved, and not on the vehicle used. 
No man is greatly interested in life in- 
surance for what it is, but men are in- 
terested in what it does along human 
lines; (4) we must appeal to human 
emotions if we are to inspire immediate 
action. Men become interested in ideas 
through logical processes, but they act 
on ideas only when stirred emotionally. 








I do not suggest high pressure, but I do 
suggest the pressure of ideas imbued 
with human interest. 

“The amount of property needed to 
complete the prospect’s estate plan 
should be clearly revealed by the pro- 
gram, but the amount of insurance pro- 
posed for immediate consideration 
should be based on his ability to buy. 
As a general rule we find that the pros- 
pect is willing to invest 50 to 60 per- 
cent of his yearly surplus in additional 
life insurance if our sales presentation 
creates sufficient desire for it.” 

First Task to Gain Interest 


The first interview, Mr. Dawson 
said, should be devoted to obtaining the 
prospect’s interest, such as through 
third party influence; to get interest, 
preferably by giving him an interesting 
idea or two, explained in the third per- 
son rather than addressed directly to 
the prospect, as too direct an approach 
may scare him off; and lastly, to get 
information on which to base the rec- 
ommended plan. The speaker urged the 
use of simple graphs and charts in this 
interview to clarify points and to hold 
the prospect’s interest. 








Agent Should Say Given by 
Phillips of Penn Mutual 


Seven specific pointers, and five cases 
to illustrate them were given by Harry 
Phillips, Jr.. Penn Mutual Life, at the 
New York Sales Congress. He summed 
them all up by saying first, know what 
you are going to say and plan it; sec- 
ond, actually say what you plan; and 
third, when it comes to closing and you 
know you are right, stick to your guns, 
and fight. They will thank you for it 
later. 

Mr. Phillips’ suggestions were: (1) 
Get a single specific idea behind the 
sale. We have to give some thought 
to why we believe this man should buy 
insurance; (2) work it out along posi- 
tive lines: tell him the advantages of 
doing it, not the disadvantages of not 
doing it; (3) boil down what you are 
going to say to simple, non-tech- 
nical language; (4) write it out. The 
most important part of our presenta- 
tion is the very opening sentence. This 
should be one of interest to our pros- 
pect and excite some curiosity; (5) no 
sale is a pushover: motivating stories 
and documents should be arranged be- 
forehand; we might be able to sit down 
and think of 12 or 15 good motivating 
stories in an hour, but unless we think 
of them first it will not be easy to get 
the right one at the right time; (6) get 
keyed up: I believe enthusiasm will sell 
more life insurance than any other one 
thing any one has ever been taught. As 
with actors, if we want to be effective, 
if we want to sell life insurance, every 
interview we have, every sales talk we 
give, must be “opening night;’” (7) get 
the money: we must ask for the check 
not once but many times. 


Reviews Recent Cases 


Mr. Phillips reviewed five of his re- 
cent cases to show what had been the 
deciding factor in turning the scales. In 
one it was the suggestion that the first 
premium on a boy’s policy be made 
from his savings account. In the sec- 
ond, a business insurance case, the pros- 
pect hesitated, until Mr. Phillips sug- 
gested that he call the credit manager 
of a concern from whom the prospect’s 
firm bought merchandise. The credit 
man of course recommended it. In a 
third case, it was a question of prepay- 

(CONTINUED ON PAGE 12) 








Most Objections Should Be 
Ignored, Declares Kutcher 





“My general theory in answering ob- 
jections is to ignore most of them, be- 
cause the prospect is objecting mostly 
to hear himself talk,” said G. J. Kut- 
cher, general agent Northwestern Mu- 
tual Life, at the New York Sales Con- 
gress. “When a legitimate objection is 
raised and one which I feel must be 
answered, I use language and illustra- 
tions which are familiar to the prospect. 
I keep them as simple as possible in 
order that I can as quickly as possible 
get back on the main line, which is to- 
ward a close. The objections I have 
selected to answer today are those 
which have been heard with the most 
frequency by myself and others in the 

(CONTINUED ON PAGE 28) 
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89-Year Record 
of Protection to 
Policyholders 
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Since it started business in 1845, this Company 
has paid to policyholders and beneficiaries over 
$3,910,000,000. Over one billion dollars of this 


amount was in dividends. 














iYaNIVaNtYaNlVaxivanltvert 


The stability of this strong mutual company 
has been particularly demonstrated during the past 


KABOOM OM MOO UOMOM 


four years of business depression. In every one of 
these years, income has exceeded disbursements. 


Throughout all the years—during every panic, 
every war and every epidemic down to the present 
hour—the New York Life Insurance Company has 
met every obligation to its policyholders and bene- 
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ficiaries; it is amply prepared to continue to do so 
throughout the life of every one of its insurance 
and annuity contracts. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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Warning Issued Regarding 
Weak Assessment Cutfits 





PEOPLE ARE BEING FLEECED 





Illinois Chamber of Commerce Insur- 
ance Division Urges the Clamping 
Down of the Lid 





‘Citizens of Illinois have been warned 
against the activities of many small as- 
sessment non-profit insurance concerns 
that are misleading and fleecing insur- 
ance buyers in all parts of the country. 
The warning came from the insurance 
division of the Illinois chamber of com- 
merce, which has, for its basic program, 
the elimination, through rigid enforce- 
ment of existing laws, of all so-called in- 
surance projects which are causing 
losses io policyholders and undermining 
confidence in insurance as a basic indus- 
try. 

Statement of the Situation 

The warning, sent out to 200 Illinois 
cities, is as follows: “People throughout 
the country are being fleeced and misled 
by small assessment non-profit insurance 
concerns. Unfortunately, the laws of 
most states do not bring these institu- 
tions under jurisdiction of the regular 
insurance department. Illinois, two years 
ago, passed a law that brought benefit 
associations under the control of the 
state insurance department. At that 
time there were large numbers of these 
concerns operating in different parts of 
Illinois, half of them probably being 
without any funds of consequence. In 
many cases the main officials merely 
had a postoffice box. While Illinois has 
therefore accomplished something in the 
way of protection, its laws, in the opin- 
ion of the state chamber, are not strict 
enough to afford the public with safe- 
guards that are nceded. 

“Some of these Illinois associations 
are doing business by mail in other 
states where they are not licensed. Con- 
cerns in other states are using the mails 
to get business in Illinois. There is an 
orgy of solicitation by mail on the part 
of these associations all over the coun- 
try. A number of the state insurance 
commissioners have issued warnings to 
the people of their states, telling them 
of the danger of insuring in these in- 
stitutions because they are not operat- 
ing under the laws nor are they licensed. 


Adequate Protection Sought 


“Basically, our insurance division in 
the first place desires to have adequate 
laws to fully protect the citizens of IIli- 
nois so far as benefit associations are 
concerned. In the next place, it feels 
that any Illinois association should not 
be permitted by the Illinois insurance 
department to seek business in any 
other state where it is not licensed. In 
the third place, the insurance division 
will do its utmost to guard the Illinois 
people from the ravages of benefit out- 
fits in other states that are seeking cer- 
tificate holders in this state through the 
mails or by radio advertising. Laws 
must be strengthened, eliminating com- 
panies not operating under strict super- 
vision of the insurance department. 
Until that time business organizations 
and the press should be duty bound to 
warn the insurance buying public 
against ‘cheap rate’ companies, which, 
structurally, are totally unfit to pay 
death claims or disability benefits.” 


SOUTH DAKOTA CLAMPS DOWN 


PIERRE, S. D., March 8—Commis- 
sioner W. J. Dawson of South Dakota 
has notified all benevolent societies and 
assessment life companies licensed in 
this state that the certificates of au- 
thority of all such carriers which do not 
procure and maintain a bona fide mem- 
bership of at least 1,000 members by 
June 1, 1934, will be revoked “on the 
grounds that the operation of such a 
company is hazardous to the insuring 











Arkansas Penalty Statute 
Upheld by Supreme Cour; 





RENDERS IMPORTANT RULING 





Appeal Made on the Ground That Foy. 
teenth Amendment of Consti- 
tution Was Violated 





WASHINGTON, D. C., March 8~ 
Validity of the Arkansas statute penal. 
izing insurance companies for failure to 
make prompt payment of claims is yp. 
held by the United States Supreme 
Court in an opinion affirming a decision 
of the Arkansas supreme court in a suit 
brought by Ossie McCray against the 
Life & Casualty of Tennessee. Unde 
the Arkansas law, a penalty of 12 per. 
cent of the payments due is imposed 
upon insurance companies failing to 
make prompt settlement and they also 
are responsible for the fees of the bene- 
ficiary’s attorney. 

A decision of the state supreme court 
was appealed by the company on the 
contention that the statute was in viola- 
tion of the fourteenth amendment to the 
constitution. “The fourteenth amend- 
ment does not prohibit the award of an 
attorney’s fee, moderate in amount, 
when payment of a policy of life insur- 
ance has been wrongfully refused,” the 
U. S. Supreme Court held. 

“We assume in accordance with the 
assumption of the court below that pay- 
ment was resisted in good faith and 
upon reasonable grounds. Even so, the 
unsuccessful defendant must pay the ad- 
versary’s costs, and costs in the discre- 
tion of the lawmakers may include the 
fees of an attorney. Dependents left 
without a breadwinner will be exposed 
to sore distress, if life insurance pay- 
ments are extracted slowly and _ pain- 
fully, after costly contests in the 
courts,” it was pointed out. 

On the same grounds, the court de- 
fended the penalty provided for in the 
Arkansas statute, holding there was 
“nothing arbitrary or oppressive in im- 
posing such a contract upon the busi- 
ness of insurance, a business subject, as 
all agree, to control and regulation. 

“The insurer is not penalized for tak- 
ing the controversy into court,” it was 
pointed out. “It is penalized (if pen- 
alty there is) for refusing to make pay- 
ment in accordance with its contract, 
and penalized in an amount that bears 
a reasonable proportion to the loss ot 
inconvenience likely to be suffered by 
the creditor. 

“One who refuses to pay when the 
law requires that he shall, acts at his 
peril, in the sense that he must be held 
to the acceptance of any lawful con 
sequences attached to the refusal. It is 
no answer in such circumstances that 
he has acted in good faith.” 


Change in Actuarial Firm 


Under the name of Woodward, Ryat, 
Sharp, Davis & Hazlett, a new actt 
arial firm has been formed in New York 
City, with offices at 90 John street. The 
members are J. G. Sharp, Miss Evelya 
M. Davis and E. H. Hazlett. Mr 
Sharp and Miss Davis were formerly 
associated with Woodward, Fondiller, 
Ryan & Sharp, while Mr. Hazlett was 
previously vice-president and actuary ol 
the Connecticut General Life. Follow 
ing the dissolution of the firm of Woot 
ward, Fondiller, Ryan & Sharp, Rich- 
ard Fondiller announces he will co™ 
tinue to practice as a consulting 4 
tuary under the name of Woodwar 
Fondiller. His office at 90 John strett 
is fully equipped to serve life, casualty 
and fire companies, Mr. Fondiller act: 
ing personally as consultant, in connec 
tion with actuarial,. accounting and a 
ganization problems, in which work he 
has had 30 years’ experience. 
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President Mays Testifies 
in Suit Filed by O’Malley 


ST. LOUIS, March 8.—The Conti- 
nental Life of St. Louis earned an ag- 
gregate of $1,071,114 the past six years 
or an average of $178,519 annually, 
President Ed Mays testified before Cir- 
cuit Judge Ryan at the resumption of 
the trial of Superintendent O’Malley’s 
suit to have the company declared in- 
solvent, restrained from further opera- 
tions and dissolved. The average yearly 
earnings is equal to 35 percent yearly 
on the $500,000 capital. 

Mr. Mays placed the gross earnings 
for this period at $2,942,945. He figured 
the net earnings in the life department 
between Jan. 1, 1928, and Jan. 1, 1934, 
at $373,664 and in the accident and 
health department at $697,449. In addi- 
tion he pointed out about $100,000 was 
paid out for furnishings in the home of- 
fices. He estimated the net profits of 
the life department in 1933 at $11,407 
and those of the accident and health de- 
partment at $150,678. 

President Mays testified that the net 
surplus as of Jan. 1, 1934, was $615,271. 
This contention is not admitted by the 
Missouri department which is contending 
that the capital has been entirely wiped 
out and its reserves impaired $1,295,549. 

Several agents of the Continental Life 
testified that Superintendent O’Malley 
in conversations with them after he had 
filed his suit to have the company 
thrown into receivership stated that it 
was not insolvent. 

The agents were called to the stand 
after President Ed Mays completed his 
testimony. It was the nineteenth day 
that he had been on the stand. 


Judge Approves Agreement 


Circuit Judge Ryan has approved an 
agreement of Superintendent R. E. 
O'Malley and the cotapany under: which 
the home office payroll will be reduced 
from about $21,000 to $8,393 monthly 
pending the outcome of the receivership 
suit against the company. Under the 
arrangement approved by Judge Ryan 
the number of employes is cut from 
about 200 to 95 while the salaries of 
others are sharply reduced. No execu- 
tives have been eliminated but President 
Ed Mays, Dr. C. R. Dudley, vice-presi- 
dent and medical director, and A. D. 
Nortoni, vice-president and general 
counsel, have not been receiving any 
compensation since Superintendent 
O'Malley filed his suit on Jan. 3. 

Under the salary revision Louis 
Marks, secretary and star witness for 
the insurance department, is reduced 
from $5,000 a year to $2,400, while Ralph 
Howard, assistant secretary, is reduced 
from $250 a month to $100 and Al Mal- 
lioux, agency supervisor, is cut from 
$375, a month to $125. President Mays’ 
salary is $25,000 a year while Dr. Dud- 
ley has been receiving $6,000 a year. 








To Commemorate F orty 
Years’ Great Record 








T 
NEWARK, March 8.—The Pruden- 
lal “Weekly Record” will on March 12 
observe the completion of 40 years of 
service to the field men. The first is- 
= consisted of only four pages. Since 
~_ it has comprised 12 pages each 
ake The anniversary issue will pay 
ce to the efforts of the late Joseph 
: inson, first editor of the “Record,” 
oan continued to serve in that capacity 
edito 1921. E. W. Porter, Prudential’s 
tori i of publications, will comment edi- 
on yon the paper’s aims and meth- 
a out that “its teachings are 
Pa on no mere theory but are the 
tt Sof. frequent demonstration.” 

€ms published in the “Record” have 
wm frequently reproduced in insur- 
pe: ouse organs in England, Ger- 
ad” Denmark, Sweden, South Africa, 

‘a and Japan. 











FIGURES FROM DECEMBER 31, 1933 STATEMENTS 





Sec. Change Prem. Total Benefits 
Total Ine. in Surplus Fluc. New Bus. Ins. in Force in Ins. Income Income Paid 
Assets Assets to Pol. Res. 1933 Dec. 31, 1933 In Force 1933 1933 1933 
$ $ $ $ $ $ $ $ $ $ 

American Life, Colo.. 3,116,174 —87,695 oo!) eee 1,188,902 14,211,217 —3,406,486 468,414 655,133 580,304 
Amer. Ins. Union, O.. 1,169,491 352,465 288,433 26,000 1,701,167 18,459,109 —8,251,593 1,290,710 1,316,281 628,138 
American Life, Ala... 913,119 69,111 262,948 wdhawe 4,784,540 9,827,662 —526,587 197,938 264,469 67,327 
Am. Med. Life, Wash. 627,472 96,486 46,430 2,990 3,639,279 9,112,914 1,171,014 299,456 332,153 57,399 
Berkshire Life ....... 49,375,464 —343,233 2,051,302 150,000 19,519,722 213,179,266 —11,907,287 6,595,602 9,616,778 7,053,922 
Cen. States Life, Mo..20,952,096 2,602,867 490,231 905,259 4,769,326 100,483,235 —3,362,037 2,450,367 6,525,560 2,467,072 
Cosm. Old Line, Neb. 3,200,636 361,211 503,562 ...... 1,482,238 5,479,504 474,485 669,733 773,338 267,598 
Farm. & Trad., N. Y. 6,095,730 223,114 328,423 62,982 3,594,209 33,317,240 —1,861,190 851,759 1,123,448 555,418 
Fed. Reserve Life.... 8,964,886 —144,937 688,373 23,791 2,337,211 44,154,537 —6,512,104 1,223,530 1,643,136 1,248,942 
Home Friendly ...... 2,477,913 5,766 886,303 49,000 16,701,529 19,225,167 281,802 1,112,930 1,234,704 507,167 
Home Life, N. Y..... 79,503,239 —-481,888 *3,184,164 400,000 27,028,204 358,552,676 —23,715,090 10,661,355 15,179,219 11,262,822 
Illinois Bankers Life.17,711,369 64,733 703,313 100,000 6,396,824 72,006,115 —7,149,430 1,881,908 2,703,984 2,151,369 
Life & Cas., Tenn....12,917,540 —231,858 1,737,634 ..... 7114,166,395 $158,913,658 **12,999,221 5,384,171 6,239,268 2,593,051 
Midland Life, Mo..... 5,359,717 —116,325 262,067 ccoene 5,806,100 35,322,161 —3,539,390 779,036 1,056,563 830,007 
Morris Plan ......... 1,661,628 —47,534 732,862 148,381 25,930,980 20,549,870 —585,629 357,934 447,517 108,386 
Mutual Old Line, Ia.. 32,028 2,004 Ce ss sdenes 184,938 736,105 70,946 19,483 27,565 14,398 
Nat. Progressive, Neb. 36,833 3,022 14,277 20,383 471,161 805,880 —288,751 13,436 14,882 5,982 
Natl. Reserve, Kan.. 3,962,509 146,602 1,100,000 ..... - 8,619,493 16,569,632 360,613 506,152 680,931 394,144 
No. Amer. Life, Ill...13,474,855 755,319 1,641,115 250,000 6,132,101 63,119,400 —13,061,228 1,571,306 2,170,849 1,623,235 
North Amer. Reassur.13,911,396 Ree... ‘warane 500,000 20,807,100 151,462,700 —19,566,100 2,533,845 3,309,842 2,214,590 
Occidental Life, Cal...23,439,817 —-265,002 2,163,809 417,274 44,714,742 172,168,659 9,034,197 4,346,778 6,089,583 4,313,716 
tPostal Un. Life, Cal. 694,799  ...... ree e 361,471 GMIGGE 4  -ceenca 39,257 443,297 10,626 
Presbyter. Ministers .22,720,108 842,819 1,475,878  ...... 4,510,797 59,546,583 —155,600 2,899,824 4,019,813 2,721,216 
Protective Life, Ala.. 8,503,875 598,882 500,000 141,555 7,330,797 59,982,344 1,669,998 1,382,356 2,070,341 1,416,087 
Shenandoah Life .... 7,016,386 —44,661 1,000,000 7,969 26,022,614 134,003,674 6,701,651 1,957,258 2,297,375 1,677,559 
Teach. Ins. & Annu..40,565,470 5,761,227 3,328,714 905,708 2,745,377 47,590,089 975,373 5,346,747 7,453,487 964,984 
Union Reserve, Ariz... 155,364 4,605 139,004 eeesee 2,601,000 2,773,500 2,007,500 71,447 237,084 17,551 

*Based upon actual market values Dec. 31, 1933, for all stocks and those bonds not amortizable under the standards of the 
Convention of Insurance Commissioners and of the New York insurance department. 

+Ord., $15,163,350; Ind., $99,003,045. **Ord., $125,706; Ind., $12,873,515. 

§$Ord., $47,647,337; Ind., $111,266,321. tIn operation only three months. 


Total 
Disburse. 
1933 


$ 

729,033 
916,684 
223,524 
219,426 
9,818,151 
4,474,162 
408,440 
851,370 
1,885,342 
1,177,588 
14,920,361 
3,050,987 
6,426,237 
1,204,397 
440,988 


13,143 
612,447 
2,437,414 
3,448,527 
6,810,497 
78,321 
2,952,522 
1,997,470 
2,313,306 
1,411,045 
76,387 


National 











This is one of a series of advertisements, reproducing the pages 
of a new book, “The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N.Y. 


ETHELBERT IDE LOW JAMES A. FULTON 
Chairman of the Board President - 
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Nel ing the man 


who Says: 


cant afford. it 
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“Why does Union “ECONOMIC—because it enables you, even on a reduced 


Central call this income, to buy right now the full protection you need. 
the Economic Ad- ADJUSTMENT—because you pay only about half the 
justment Plan?’ usual cost now and the rest as times improve.” 





“I CAN'T AFFORD IT” is sales enemy number 1 these 
days. That’s why the full force of Union Central’s 
selling barrage is behind the Economic Adjustment Plan. 

In the Saturday Evening Post, Time, Colliers... . 
on the “Roses and Drums” program over the Columbia 
network . . . the facts about this timely plan reach mil- 
lions of homes every week—“‘adequate protection imme- 
diately at a cost within your reach.” 

This is a selling appeal geared to the times . . . . that 
knocks over the “can’t afford it” objection and offers the © 
prospect a way out. That’s why it’s clicking. That’s 
why personal production records of Union Central 


representatives all over the country are going—up! 


The 


UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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Hercules Boosts 
Commission Offer 





(CONTINUED FROM PAGE 3) 


tional Life of U. S. A.,” will take legal 
action if further funds are employed in 
this manner by the Hercules. There is 
said to be approximately $270,000 
agency balances owing to the fund. 

The cross-purposes which have been 
evident between the agents and Her- 
cules officials are expected to come to a 
head in the succeeding week, when it 
will be definitely decided whether the 
Hercules will adopt customary commis- 
sion scales, and whether the agents will 
go along. 

A number of general agents are 
known to have left Chicago in despair 
of reaching agreement that will not in- 
volve what they consider too great a 
sacrifice of their renewal interests. 
Among these are said to be Michigan 
and Ohio general agents. An Indiana 
general agent is reported to have signed 
a contract this week with an Indiana 
company after leaving the Hercules 
conference in Chicago. 


Agents Awaiting Legal Opinion 


A committee of the general agents 
and supervisors organization now is 
said to be awaiting an opinion from 
their counsel retained last November, 
State Senator Shaw of Illinois. The 
committee will act in line with this 
opinion. The committee consists of R. 
W. Anger, Detroit; C. A. Mooney, 
Cleveland; R. C. Gibson, Vincennes, 
Ind.> J, Farmer and S. C. Cyzio, 
Chicago, and W. F. Smith, St. Louis. 

The agents next are concerned about 
a requirement that they waive their re- 
newal or other interests in the National 
Life of U. S. A. fund for amounts not 
due and payable on the date of receiver- 
ship, in order to accept the Hercules 
contract. This contract, which has not 
been made public, unlike most agency 
contracts, is said to contain seven pages 
minutely detailing relationships required 
between company and agent. Accord- 
ing to the agents it calls for a conserva- 
tion record and service satisfactory to 
the company. The agents are dubious 
about the broad authority contained in 
this contract for the company to can- 
cel for real or fancied cause. 


New Commission Scale 


The new proposed commission scale 
for general agents is: First year, 50 
percent graded; second year, 12% per- 
cent, next eight years, 744 percent; or- 
dinary agents: first year, 40 percent 
graded; second and subsequent eight 
years, 5 percent. 

The agents’ committee has been much 
interested in attempting to compare the 
signed reinsurance agreement with the 
Hercules’ original bid. It is said neither 
the Hercules’ nor other bids have been 
made available by the receiver for in- 
spection. The bids were digested in two 
reports of the receiver. 

Another item commented on by the 
agents is the $1.80 per $1,000 manage- 
ment fee payable to the Hercules 
throughout 1934, and $2 after that time. 
This is believed to be sufficiently large 
to pay expenses with a possible margin, 
thus permitting the Hercules to develop 
without expense to Sears, Roebuck and 
without employing any part of the 
$500,000 capital and $500,000 surplus. 
These funds are said to be invested in 
government securities, and the yield, it 
is said, easily could be pure profit. 


No Official Statement 


Agents report the Hercules so far has 
been licensed only in Illinois, although 
applications have been filed in other 
states. No statement would.be made 
this week by Carl L. Odell, vice-presi- 
dent and general manager. 

Walter E. Webb, former executive 
vice-president National Life U. S. A., 
who remained to assist in the change 
and then announced that he would de- 
vote himself to his own interests, is re- 








ported again to be assisting Mr. Ode| 
and his associates. 

Representatives of life organizations 
in Ohio held a conference with insur. 
ance department officials relative to op. 
erations of the Hercules Life, especially 
the contemplated offer of life insurance 
through Sears, Roebuck catalogues and 
its sale through its stores in Ohio, No 
decision has been reached by the de. 
partment, which still has before it the 
Hercules’ application for license. 


Possible Ohio Solution 


It is said there is about $15,000,000 
of National Life of U. S. A. in force in 
Ohio. It has been suggested that the 
state might permit the Hercules to 
name agents in Ohio, who would have 
their offices in Sears-Roebuck stores, 
provided that the representatives were 
whole time agents and had nothing to 
do with other store activities. 





TO ALL CREDITORS AND POLICY. 
HOLDERS OF AND CLAIMANTS 
AGAINST THE NATIONAL LIFE 

INSURANCE COMPANY OF 
THE UNITED STATES OF 
AMERICA: 


Pursuant to the decree entered on February 7, 
1934, by the Superior Court of Ceok County, 
Illinois, in the case entitled, ‘“‘People of the 
State of Illinois, ex rel. Ernest Palmer, Director 
of Insurance of the State of Illinois, vs, Na- 
tional Life Insurance Company of the United 
States of America, a corporation,” in the Su- 
perior Court of Cook wn Illinois, in Chan- 
cery, Number 587,940, public notice is hereby 
given to all persons, Ens and corporations, 
whether policyholders or not, having or asserting 
any claim or demand against the National Life 
Insurance Company of the United States of 
America, or having or asserting -any title to or 
lien upon or equitable interest in any of the as- 
sets forming part of the receivership estate being 
administer by the undersigned Receiver, or 
having or asserting any preference priority or se- 
curity over creditors generally, that a contract 
between the Hercules Life Insurance Company, an 
Illinois corporati and the undersigned, Pat- 
rick J. Lucey, as Receiver of the National Life 
Insurance Company of the United States of 
America, was authorized to be and _ has been 
executed, under which the policies and contracts 
of insurance, supplementary contracts, annuity 
contracts, and the reinsurance contracts, issued, 
assumed or reinsured by the National Life Insur- 
ance Company of the United States of America, 
have been assumed and reinsured by the Her- 
cules Life Insurance Company subject to the 
lien, and upon certain terms and conditions set 
forth in said contract, a copy of which may be 
had upon application to e undersigned Re- 
ceiver. 


Any policyholder who does not wish to accept 
the benefits of said contract may file a claim m 
the manner and within the time hereinafter re 
ferred to, and in that event Hercules Life Insur- 
ance Company shall be ler no obligation or 
liability of any kind or character as to the pol- 
icy or contract in respect of which such dissent 
is made and claim filed, and the policy or con- 
tract of such policyholder shall be considered as 
terminated as of October 17, 1933. ey pol- 
icyholder who does not so dissent shall be deemed 
to have accepted the benefits of said contract and 
to have assigned his claims to Hercules Life In- 
surance Company, as provided in said decree and 
in the aforesaid contract. 


All persons to whom this notice is given are 
required under the terms of said decree, on oF 
before sixty days from the date of the entry 
thereof, to file written proofs under oath, in 
duplicate, of their respective claims or demands, 
with the undersigned Receiver, at his office, 29 
South La Salle Street, Chicago, Illinois, and in 
default of so doing, they shall be forever barr 
and precluded from participating in the distribu- 
tion of the assets of the National Life Insurance 
Company of the United States of America or 
the moneys, assets or y in or which may 
hereafter come into the possession of the Re 
ceiver, or the proceeds thereof or income there 
rom, 

Said decree further makes provisions roger 
ing the manner of proving such claims and de 
mands, 

A copy of said decree is available at the office 
of said Receiver. Blank rr of claim “ 
also available at the office of the Receiver whi 
will be i by the Receiver upon applica- 
tion to any claimant or his attorneys for use 
making a proof of claim. 


Dated Chicago, Illinois, February 8th, 1934. 


PATRICK J. LUCEY, 


as Receiver of the National Life Insurance Cam 
pany of the United States of America, 29 Sow 
La Salle Street, Chicago, Illinois. 


CONCANNON & DILLON, 
Attorneys for Receiver, 

69 West Washington Street. 

CHICAGO, ILLINOIS. 
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Bill to Control Securities 
Market Affects Insurance 





JOHN DICKINSON’S STATEMENT 





Assistant Secretary of Commerce Says 
Commissioners’ Powers Would Be Su- 
perseded by Federal Commission 





WASHINGTON, March 8.—Powers 
of the state insurance commissioners to 
control the investments of insurance 
companies would be superseded by the 
federal trade commission under legisla- 
tion for the regulation of the securities 
markets now before Congress, the 
House interstate and foreign commerce 
committee was told by Assistant Secre- 
tary of Commerce John Dickinson. 

Pointing out that the bill would make 
it unlawful to deal or make loans on 
securities not listed on a licensed ex- 
change, Mr. Dickinson said to secure 
listing, a security would have to be reg- 
istered with the commission, which 
would have the power to prescribe and 
supervise the accounting system of all 
registrants, including the valuation of 
their property, and determination of op- 
erating income, depreciation and the 
like. 

In order to list its securities and have 
them eligible as collateral, he said, in- 
surance companies would have to sub- 
ject themselves to this financial con- 
trol by the commission, whose powers 
would supersede all state laws and ac- 
cordingly, the regulations and author- 
ity of insurance commissioners. 

The views expressed by the assistant 
secretary of commerce indicated a di- 
vision of opinion among President 
Roosevelt’s advisers as to the extent of 
the control to be imposed upon the 
stock markets. 


Mr. Dickinson, in a recent address in 
Pittsburgh, said if the “backward” 
states do not provide better and more 
uniform insurance regulation, a demand 
would develop for federal regulation. 


Pennsylvania Department 
Is Under Fire in Inquiry 





PHILADELPHIA, March 8.—Anat- 
tack on the liquidating department of 
the insurance department with promise 
of prosecution by the state department 
of justice if evidence warrants it, fea- 
tured resumption of investigation of the 
department by a joint legislative com- 
mittee. 

It had been thought that in view of 
the death of Insurance Commissioner 
Armstrong the investigation would be 
soft-pedaled, but the committee uncov- 
ered some interesting facts. 

Questioning of J. F. Marion, special 
deputy in charge of the liquidating de- 
partment, brought out that he had cre- 
ated a “revolving fund” out of “contri- 
butions” deducted arbitrarily from as- 
sets of companies under liquidation, and 
that when a company had no available 
assets, expense of its liquidation was 
borne by the “contributions” of an- 
other. There are 35 companies being 
liquidated. Representative Hutton, com- 
mittee chairman, characterized this plan 
as “embezzlement.” 


Max Hill Moved to Florida 


Max Hill, manager for the North 
American Life in Vincennes, Ind., has 
been transferred to Florida, where he 
1S to open the state and carry on devel- 
opment. The North American operated 
in Florida some years ago, but with- 
drew. Its reentrance followed the se- 
curing of a license recently. Mr. Hill at 
Tst will concentrate in the northern 
Part of Florida. His headquarters have 
Not been selected, but probably will be 
t. Petersburg. Mr. Hill has a fine rec- 


ord as a personal producer as well as 
Manager, 











Set Records in February 








The Home Life of New York reports 
that its new paid business for February 
was 47 percent greater than February 
of last year and was 10 percent greater 
than January of this year, which was 
56 percent over the same month of last 
year. This was the largest month’s new 
business for the company since May, 
1932. 

e & * 

During February, the field men of 
the Lincoln National Life wrote 42.6% 
more business than they did in Febru- 
ary, 1933. They paid for 31.4% more 
new life insurance than they did in 
February, 1933. 

A substantial increase to date as com- 
pared to 1933 is shown. This year is 
32.4% ahead of last year in total paid 
for business. 

* 

The W. F. Jenkins general agency of 
the Home Life in Chicago showed a 
345 percent increase in business in Feb- 
ruary as compared with February of 
last year. This was the largest month 
the agency has had since October, 1931. 
The Jenkins agency stood first in paid 





premiums in February for the whole 
country among home agents. It also 
took the lead in the February “Oppor- 
tunity Contest” carried on by the com- 
pany, in its district. E. R. Meyer of 
the agency was the leader and gets a 
trip to New York for a three-day con- 
ference. 
* @*- 

February settled business in the 
Union Central was 9 percent greater 
than sales for February, 1933. This gain 
consolidated the lead which was set up 
in January, giving the company a lead 
of 9 percent over the first two months’ 
business of last year. In all, 48 agencies 
shared in the continued progress. Im- 
pressive gains in paid-for business for 
the month as compared with January, 
as well as increases for the first two 
months of the year as compared with a 
year ago, were chalked up by the W. 
T. Feely Grand Rapids, Mich., agency 
and the Mark S. Trueblood Los Angeles 
agency. Other agencies which are con- 
sistent in forging ahead of 1933 records 
are San Antonio, Kansas City, Dallas, 
Boston, Oklahoma City, Washington, 








D. C., Peoria, Ill. and Charleston, W. 


Va. 
o£ 

Portland, Me., had the best month it 
has ever had for the Union Central 
since R. L. Sprague was appointed man- 
ager in April 1931. An increase of 44 
percent was recorded for February over 
January while another creditable in- 
crease was shown for the year as com- 
pared with January and February of 
1933. This record was achieved in spite 
of the heavy snows and intense cold 
which has ruled the Maine territory for 
the past month. | 


* * 
F. H. Haviland, Chicago manager 
Connecticut General, has had a fine 


upturn in his agency. For the first two 
months of 1933, his business was $757,- 
000. This year the agents paid for $1,- 
164,000. Last year the first two months 
premiums were $15,400 and this year 
$25,000. 

* * * 

The Brooklyn National Life’s paid or- 
dinary business for February was 84 
percent above the February 1933, figure, 
and greater than any February since 
1930. The first two months of 1934 
showed an increase in new ordinary 
business of 24 percent over the same 
period of last year. 
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Rewriting Issue 
Is Major Problem 





(CONTINUED FROM PAGE 1) 


force. Another block of $230,000 re- 
written in 1931 and 1932 showed a lapse 
of 62 percent at the end of the first year. 

Company 2—$100,000 of business re- 
written in the summer of 1931 was an- 
alyzed in the summer of 1932; 60 per- 
cent had lapsed, there had been $16,000 
in death claims and much of the remain- 
ing $24,000 was again fully loaned. 


Effect on Company Profits 


Companies are not able to tell the 
effects of rewriting at once because ‘the 
effects of rewriting at once because the 
is not known for some years to come. 
A company is as well off at the end of 
three or four years with a poor per- 
sistency as it is with no voluntary termi- 
nation, owing to surrender charges. 
However, in subsequent years the effect 
of persistency on profits is marked. 
Therefore rewriting serves temporarily 
to have no particularly noticeable effects 
on profits or surplus. But the ultimate 
result of present heavy terminations and 
new acquisition costs on what actually 
is the same coverage is certain to reduce 
the contribution to surplus in later years. 





It has been said that the effects of re- 
writing will not be known for ten years. 
It is an admitted fact that rewriting is 
frequently not in the best interest of the 
policyholder the unbiased advice to 
which he is entitled. 

Need of Educating Agents 


The survey states that probably the 
most significant recent development has 
been the recognition by several com- 
panies of the need of educating the agent 
and watching his rewriting record. In 
this connection the bureau goes on to 
say: 

“In one large company any definite 
action and the adoption of any plan was 
avoided as long as possible, but the 
growing volume of replacements led it 
to take definite action the early part of 
this year. It did not wish to encourage 
replacements by adopting a replacement 
plan, nor to penalize its agents by re- 
ducing commissions on new insurance, 
hence it adopted a policy of education. 
Leaflets for policyholders were prepared, 
showing the definite financial loss in- 
volved in replacing an old permanent 
policy by a new one, even when the old 
policy is encumbered with a maximum 
loan. 

Sehedule of Actual Figures 

“A schedule of actual figures showing 
the loss on representative plans at vari- 
ous ages was furnished to the agency 





force. Agents with a very unfavorable 
replacement record were placed on a 
special list and all new business involv- 
ing replacement thereafter coming from 
them was held up until an acceptable ex- 
planation had been received. Agents 
with a border-line replacement record 
were warned that they would be placed 
on the ‘unfavorable’ list unless their 
record changed for the better. A sub- 
stitution is defined by this company as 
new insurance on a life where an old 
policy was canceled within a perod of six 
months before or after the issuance of 
the new policy.” 

Some Suggestions Are Made 


Accepting the proposition that some 
rewriting is probably unavoidable but 
that the less a company does the better 
for all concerned, the bureau completes 
its present survey by outlining several 
suggested methods for discouraging this 
practice: 

1. Educate policyholders by the use 
of premium stuffers, slogans on corre- 
spondence, statements on policy en- 
velope, an annual statement or a booklet 
on the value of keeping old insurance. 

2. Educate agents by seeing that they 
understand that replacements are seldom 
to policyholder’s advantage. 

3. Stop popularizing rewriting by a 
special rewriting plan which may be 
really an invitation to rewrite. If a 
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Nearly three years ago we discontinued 
searching for new General Agents. 
Since Then 


Our own sales force has been developing an Organized Sales Plan that 
means certain success to HIM, who—with respect to his own working 
habits—can say "I will." 


The Plan Perfected 


The boys are now willing to share their secret with a few select friends. 


So Minnesota Mutual is again ready to consider General Agency Ap- 
pointments—offering a real contract and a crucible tested plan. 


Interested? 


Then say the word and we'll tell you our story. 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


SAINT PAUL 
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special plan is used, do not advertise it 
to the agency force. 

4. Let the agents know that such 
business will be scrutinized carefully but 
do not tell them the procedure for ap. 
proving rewritten business or adjusting 
commissions. 


Should Use Special Form 


5. Have this business submitted with 
a “Request for Change Policy” form 
instead of an application for new busi- 
ness, 

6. Underwrite the business strictly, 
perhaps omitting disability or limiting 
the amount according to the man’s pres- 
ent income. 

7. Give no new business credits to 
the agent on this type of business. 

8. Keep a list of rewriters and hold 
up the business from the chief offenders 
until suitable explanation is received and 
warn agents with border-line replace- 
ment records that they will go on the 
“unfavorable” list unless improvement 
occurs. 

9. Make an analysis of rewritten 
business over a period of time showing 
the persistency and mortality experience. 
If it develops that the business is un- 
desirable or unprofitable, certain facts 
then would be available on which to 
establish a stricter company policy to 
discourage such business and possibly to 
reduce the compensation allowed to 
agents for such rewriting. 


Reading Dr. Ward’s History 
Brings Rebaptism of Faith 





(CONTINUED FROM PAGE 2) 


surrendered policies than the company 
had theretofore generally allowed, but 
it was less conditional in its applica- 
tion. 

Mr. Grover resigned as’ president in 
1881 and the vacancy was temporarily 
filled by Theodore Macknet. Amzi 
Dodd, who had been mathematician of 
the company, was elected president in 
1882. When he assumed office, there 
was keen rivalry for new business and 
many new schemes were being devised, 
many of them revolving around the ton- 
tine plan. To this entire scheme, Amzi 
Dodd maintained an uncompromising 
opposition. “His sense of right would 
not permit him to view the entire re- 
serve as anything other than a sacred 
trust belonging to the policyholder; and 
he foresaw in the deferred dividend 
plan an opportunity for those abuses 
and extravagances which caused the 
downfall of many companies which 
eventually became so general that dis- 
credit was brought upon the whole sys- 
tem of insurance.” 

In his annual report he dwelt upon 
the justice of nonforfeitures, the advisa- 
bility of maintaining the actual divi- 
dends, of the necessity for economy in 
administration. 

In 1882 all restrictions as to residence 
or travel were removed from policies 
and in 1886 tables were inserted to 
show loan and extended insurance and 
paid up policy values. In 1895 cash 
values were written in the policy and in 
1902 optional modes of income settle- 
ment were provided. When he became 
president the asSets were $34,072,099 
and insurance in force $127,411,677. 
When he retired in 1902, assets were 
$76,839,027 and insurance in force $294,- 
368,513. 

He lived 11 years after retiring from 
the presidency and served the company 
as general counsel. : 
The next president was Frederick 
Frelinghuysen, who was the choice of 
Mr. Dodd. While serving as president 
of the largest bank in New Jersey, he 
was elected a director of the Mutual 
Benefit in 1891, an office which had 
previously been held by his illustrious 
father. Then came the Armstrong in- 
vestigation in September, 1905. During 
the course of this investigation, the Mu- 
tual Benefit was requested to furnish 
a detailed statement of every phase of 
its business. The answers to all the 











questions were satisfactory to Charles 
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Evans Hughes, counsel for the Arm- 
strong committee, and consequently no 
oficer of the company was asked to 
appear for detailed examination. In 


I fact, the answers submitted by the Mu- 


tual Benefit were frequently referred to 
by the Armstrong committee with ap- 
probation and were used as a Standard 
for purposes of comparison with other 
companies. 

In 1908 the policy contract was made 
incontestable after one year except for 
nonpayment of premium, days of grace 
were inserted in the contract and there 
was a clause providing for reinstate- 
ment at any time upon evidence of in- 
surability. 

In 1922 the Mutual Benefit began to 
liberalize the policy contract and 
adopted the form now in use. It pro- 
vided for larger nonforfeiture values, 
for the surrender charge which was re- 
duced to $10 per $1,000 during the first 
year, gradually diminishing thereafter 
so as to be eliminated at the end of the 
third policy year. It provided that paid 
up and extended insurance should par- 
ticipate in the distributable surplus. 

Jan. 8, 1924, John R. Hardin was 
elected president. He had been a di- 
rector since 1905. 


Purpose of President 
Hardin Is Stated 


“Mr. Hardin’s evident purpose,” Dr. 
Ward states, “has been to promote 
good understanding and sympathetic 
cooperation amongst all Mutual Bene- 
fit workers, whether at the home of- 
fice or in the agencies, for the continu- 
ing advancement of the interests of the 
company and its policyholders.” 

Dr. Ward devotes a chapter to the 
mathematicians of the company. The 
term mathematician, instead of actuary, 
has been used in the Mutual Benefit 
since the adoption of a resolution in 1849 
declaring that it was expedient for the 
company to employ a competent person 
as “mathematician” of the company. 
The Mutual Benefit was thereupon 
the first life company in America to 
employ a mathematician or actuary. 

There is comment on the significance 
of the work of Vice-President Edward 
E. Rhodes who joined the Mutual 
Benefit in 1886 and served as mathe- 
matician from 1905-1919. “He pos- 
sesses the ability to nlan and the cour- 
age to execute, and under his actuarial 
leadership the company has continued 
to prosper. After laying aside the title 
of mathematician his interest in under- 
writing continued as keen as before and 
his successors have profited by his ex- 
perience and advice. His latest origi- 
nal contribution is the supplementary 
disability policy, based on indemnity 
against loss of earned income by rea- 
son of sickness or accident.” 


Took Leading Part in 
Federal Tax Matters 


Dr. Ward mentions Mr. Rhodes’ in- 
terest in the subject of taxation. He 
was chairman for eight years of the 
committee on federal taxation estab- 
lished by the Association of Life In- 
Surance Presidents, and was promi- 
nently identified with the framing of 
the 1921 federal income tax act so far 
as it related to life insurance. His be- 
lief is that exemption of life insurance 
from taxation is a dream and it is far 
better that insurance men shall sin- 
cerely cooperate with the government 
in planning a reasonable basis of taxa- 
tion than that they take an antagonis- 
tic position toward any plan that may 
be presented. He served as president 
of the Actuarial Society of America in 
19226 and ’27. An unusual honor was 
conferred upon him in 1927, through 
his being elected a fellow of the In- 
Stitute of Actuaries of Great Britain. In 
order to confer this degree upon an 
American, it was necessary for that or- 
Sanization to procure permission to 
Change its by-laws from the privy coun- 
cil of Great Britain. 

he present mathematician, John S. 

Thompson, is referred to as a man of 

‘xcellent judgment, due to superior 





technical knowledge as well as to native 
ability. 

Reviewing the company’s invest- 
ments, Dr. Ward said from 1846 until 
the present time he has discovered only 
two issues of municipal bonds upon 
which a loss was sustained. 

From the Mutual Benefit’s history, 
Dr. Ward concludes that diversified 
mortgage securities are worthy of con- 
tinued recognition as a standard med- 


ium of investment of life insurance 
funds. : 
There are interesting chapters on 


dividends, the medical department and 
the home office staff. 


Union Central Upheld in 
U. S. High Court Decision 





The United States Supreme Court 


has rendered a decision for the Union 


Central Life in a case involving the 


question whether policy dividends, under 
a policy that is lapsing out for nonpay- 
ment of premium, should be automat- 
ically applied in reduction of the loan 
against the policy or to the purchase of 
extended insurance. 
liams vs. Union Central. 


The case was Wil- 


The premium payable June 10, 1931, 


was not paid within the 31 days of 





grace. The assured died Oct. 15, 1931. 
The cash value of the policy on June 
10, 1931, was $910 and there were loans 
against the policy plus interest of 
$898.88. A dividend of $74.80 was de- 
clared in favor of the insured June 10, 
1931. 

The United States Supreme Court 
held there is no basis for the conclusion 
that the insured either had or attempted 
to exercise, any option to use the divi- 
dend to obtain extended insurance. 

The Supreme Court held that the 
case falls directly within the policy pro- 
vision, “Or if the policy shall lapse, the 
dividend due then shall be paid in cash.” 
The provision presupposes a dividend 
due and the lapse of the policy for non- 
payment of premium and the dividend 
is then to be paid in cash. The benefi- 
ciary cannot invoke the provisions of 
the policy as to the use of the policy 
value or surrender value in obtaining 
extended insurance. The policy gave no 
warrant for an application of the divi- 
dend to the reduction of advances. 


The Richmond, Va., agency, under 
the direction of J. K. M. Newton who 
has been with the Union Central since 





Jan, 1, has a gain of 40 percent for the 
period of the new manager’s service as 
compared with a year ago. 











Mr. Roosevelt Believes 
Women Can Spread Idea 











Women in life insurance can do the 
nation a great service by spreading the 
idea of insurance as income, particu- 
larly in the rural districts and small 
towns, where appreciation of this fea- 
ture of insurance needs most to be de- 
veloped, Mrs. Franklyn D. Roosevelt 
told Mrs. Kathryn Ford, president of 
the League of Insurance Women, last 
week. Mrs. Roosevelt and Mrs. Ford 
discussed the work of the league and 
field for women in life insurance. Mrs. 
Ford is an agent of the J. S. Myrick 
office of the Mutual Life of New York 
City. Mrs. Roosevelt showed great in- 
terest in the work of the league, sug- 
gesting a number of influential women 
who would be in a position to aid in 
advancing the organization work, Mrs. 
Ford said. The League of Insurance 
Women is three years old. Its speak- 
ers’ bureau, which is a year old, has 
about 15 members and arranges for 
these members to address women’s 
clubs, parent-teachers’ associations, and 
other organizations where the cause of 
insurance may be most effectively pro- 


| moted. 




















ANOTHER RECORD YEAR 


GAIN IN ASSETS 
GAIN IN SURPLUS 


RATIO OF ASSETS TO POLICY RESERVE LIABILITY... 304% 


The Great American Life is proud to call 
progress during the past three years . . an 


just concluded. 


¢ poe attention to its record of 


particularly to the year 1933, 


No longer is the strength of a financial institution measured by size alone. 
"How much approved assets does it have in contrast to and with which to 
pay its liabilities?" . . is the intelligent question asked now. This is the reason 
that the Great American Life proudly points to the fact that it has in excess 
of $3,000.00 of approved assets for each $1,000.00 it owes to its policyholders 


as legal reserve liability. 


Operating in Texas, Colorado, North Dakota, Arizona, Louisiana and Idaho. 
Advantageous general agencies available. 


Capital and Surplus now exceeds $600,000.00 


THE GREAT AMERICAN LIFE 


Chas. E. Becker, President 


INSURANCE CO. 


Home Office: San Antonio, Texas 


“WHERE THE SUNSHINE SPENDS THE WINTER” 
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General Session 
Held in Afternoon 
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serve to protect the insured in the event 
of emergencies, especially those such as 
we have just gone through; and finally 
if the policies have been allowed to stay 
in force, to provide for an old age re- 
tirement. 


Great Investment Reservoir 


“We like to feel that the life insur- 
ance companies are a great reservoir for 
the investment of funds to provide for 
the three great emergencies just men- 
tioned. They are great public institu- 
tions owned and controlled by the great 
body of policyholders, privately man- 
aged by trustees and officers who have 
given long and faithful service to the 
institutions to which they have devoted 
almost their entire lives, always under 





the supervision of the state. ' We, the 
agents in the field, are just as respons- 
ible for our fiduciary trust as is anyone 
else in the business and must always 
be active and alive to the protection of 
our policyholders’ interest in whatever 
company we find them.” 

T. M. Riehle, ranking vice-president. 
National Association of Life Underwrit- 
ers, gave some pertinent pointers on 
“Primary Principles, asking his hearers 
if they had ever really dug for annuity 
leads, juvenile leads, older men leads, 
women leads. The young underwriter 
can approach older men as well as those 
of his own age, if he knows his busi- 
ness, Mr. Riehle said. As for women, 
he reminded his audience that they 
control 40 percent of America’s wealth. 

“Remember you must dig deeper to- 
day,” he said. “That’s the only differ- 
ence. Twenty percent more effort is 
what it takes. Isn’t it worth it?” 

Two open forums were conducted in 
the morning by R. D. Lichtermann, as- 
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manager Keane-Patterson agencies 
Massachusetts Mutual Life, and C. D. 
Conuell, general agent Provident Mu- 
tual Life. Both sessions had the aid 
of Albert Hirst, and D. B. Maduro, 
counsel respectively of the state and 
local associations. 

Mr. Connell stressed prospecting, 
stating that in his opinion, nothing in 
1934 will be more important than good 
prospecting, and that a great deal of 
the success of a good approach depends 
upon the thoroughness with which the 
job of prospecting has been done. 

W. Burruss, lecturer, spoke on 
“Opportunity, Here We Are!” at the 
afternoon session. The banquet will be 
addressed by H. V. Kaltenborn, radio 
commentator and newspaper man, and 
Chief Inspector L. J. Valentine of the 
New York police department. 


Seven Good Points on What 
to Say Given by Phillips 


(CONTINUED FROM PAGE 5) 


ment until Mr. Phillips said: “If I of- 
fered you a policy calling for 51 weeks 
instead of 52 weeks protection in the 
year, you wouldn’t take it, would you?” 
In a fourth case, the prospect said he 
couldn’t take the insurance he needed 
because he was making payments on a 
grand piano. The treatment might be 
considered high pressure, the speaker 
said, but the prospect was delighted 
after he had bought. In a fifth case, 
Mr. Phillips had difficulty in delivering 
an ordered application for $100,000. He 
got the friend who had given him the 
lead to come on from Iowa and walk in 
on the prospect, and an annual premium 
payment was the result. 





Good Closing Points Are 
Valuable, Says Youngman 





(CONTINUED FROM PAGE 5) 


that under a life insurance contract the 
prospect can only live, die or quit, and 
that in any case he does not lose, is a 
good closing point; (8) the advantages 
of immediate action with regard to 
rates and the certainty of having pro- 
tection can be used effectively; (9) as- 
sume that he is going to buy, and dis- 
cuss various methods of paying the 
premiums, starting with the annual 
premium and gradually breaking down 
the amount of financial commitment. A 
similar thought is to suggest that you 
will organize all of his insurance pre- 
miums on a definite monthly budget; (10) 
as a more or less last resort, suggest 
that you obligate the company by means 
of a medical examination without ob- 
ligation to the insured for a short time 
while he is thinking it over; (11) leave 
the baby on his doorstep: point out that 
your program is not your suggestion 
but is the answer to his problem, and 
ask him what he is going to do about it. 


Give Him Chance to Think 


It is then important to sit for minutes 
without saying a word while he thinks 
the situation over and tries to find a 
way’ out; (12) when everything else 
has failed, outline a story of a widow in 
about the same circumstances as the 
prospect’s wife, who was left with about 
the same amount of insurance as the pros- 
pect now has, and her problem in try- 
ing to make it cover her needs. Ask 
him what he would have suggested in 
this case; (13) good closing technique 
is assuming that the prospect is going 
to buy, and asking him about details of 
the arrangement of the insurance. 

Mr. Youngman characterized as 
“complete and unadulterated bunk” the 
supposed necessity for watching for a 
psychological moment fof the close. 
The aim is to make it progressively 
easier for the prospect to say “yes” in- 
stead of “no.” 


The Puritan Life is seeking through 
legislation to reduce its capital from 
$200,000 to $100,000, by reducing the par 


sociate general agent and production 





Different Psychology Is 
Needed in Selling Women 


(CONTINUED FROM PAGE 5) 


sunset days of her life. It is much mor 
appealing to talk of an old age incom 
in terms of a retirement fund.” Othe 
advice offered by Miss Ditzler included: 

“Avoid high-pressure _ selling—apply 
pressure through motivation—t e1ling 
them stories, in other words, low pres. 
sure selling; use visual selling to hel 
your prospect reach a decision; be sure 
to ask for names. Many times I haye 
received long lists of names from my 
prospects. The greater part of my work 
today is done through the endless chaip 
method. Never sit and wait for a pros. 
pect. Instead of waiting half an how 
for an appointment, run out and makea 
cold canvass call. You will be surprised 
how much easier it will be to sell when 
you return to your original prospect.” 
Miss Ditzler said she believes women 
are more conscientious than men about 
keeping up their deposits on retirement 
income plans. 


Tells Woman’s Place in Selling 








There is no place, except in the home, 
for which women are more inherently 
fitted than the selling of life insurance, 
said Mrs. Ford. 

“Tt is no cause for surprise that wo- 
men take a very active part in selling 
life insurance,” she said. “Surely if ex- 
perience of the need for life insurance 
and what it means to family life and 
what a tragedy it is when families are 
unprotected is any criterion then women 
have a far more intimate sense of the 
situation from a realistic point of view 
than men have. In that sense man does 
not know—women do. 


Knows Problems That Arise 


“She knows what it is to face the 
stark and pitiless future without hope; 
she knows also what it is to face that 
future with hope and certainty. It is 
around her and her children that the 
whole of life insurance protection 
swings. Men do not protect one ar- 
other: they protect the home relation- 
ship—and the symbol of the home is 
not brick and mortar. It is a family 
kept together as a going concern witha 
woman at the center.” 

Because of the continuing influx of 
women into the business world the mar- 
ket for insurance women is becoming 
increasingly important, Mrs. Ford said. 
They may be expected to be better pros- 
pects for life insurance than would men 
in corresponding positions, because they 
are neither so careless nor so speculative. 
A recent survey, she said, revealed that 
40 percent of all independent women ol 
the nation are taking care of from one 
to three persons beside themselves. Such 
women require life insurance for the 
same reason as men with dependents. 
In their search for economic freedom 
women generally are recognizing the 
value of life insurance to gain this end, 
the speaker declared. 


Larson Agency Director 
of North American Life 


Verner F. Larson of St. Louis, tof 
many years connected with the Central 
States Life as a successful agency mat- 
ager and then secretary and manager 0! 
agencies for 15 years, has been appointed 
director of agencies by the North Amer- 
ican Life in southwestern territory, with 
headquarters in St. Louis. He has aS 
sumed his new duties, already having 
made a number of appointments ™ 
Oklahoma and Arkansas. i 
Mr. Larson started 20 years ago 4 
a personal producer. He later became 
manager of the Rocky Mountain agency 
of the Central States, with headquarters 
in Denver. 





Richerson & Michaelis havé beige 
general agents of the Midland Life 











value of stock from $50 to $25 a share. 


Sedalia, Mo. 
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Reece Trial Enmeshed 
in a Net of Hot Politics 
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INTEREST IN NASHVILLE CASE 








Former Insurance Commissioner of 
Tennessee Is Charged with 


Taking $100,000 in Bonds 





NASHVILLE, TENN., March 8.— 
The trial that has been on involving J. 
I. Reece, former insurance commissioner, 
charged with taking $100,000 in bonds 
placed as surety with the insurance de- 
partment and belonging to the Fidelity 
Investment Association of Wheeling, is 
involved pretty much in politics and 
brings out the seething malestrom in 
this state. Mr. Reece is charged with 
using part of the money received from 
the sale of the bonds for the promotion 
of the McAlister campaign for governor 
in 1932. Involved in the proceedings 
indirectly are Paul M. Davis, brother of 
Norman Davis, United States ambassa- 
dor-at-large, and president of the Amer- 
ican National Bank of Nashville; Vance 
Alexander, president Union Traders 
Bank of Memphis, and A. V. Louthan, 
an attorney of this city. These are all 
members of Hill McAlister’s committee 
and have been indicted in Mountain City 
in connection with the same _ transac- 
tion. 

Want the Audit Brought Out 


Involved more indirectly are United 
States Senator Bachman at whose resi- 
dence the deal to swing Republican votes 
to McAlister is claimed to have been 
made and J. J. Lynch, a lawyer of 
Chattanooga. Seth Walker is the spe- 
cial prosecutor appointed by Governor 
McAlister to act in the case and en- 
deavor to get before the jury the report 
of an audit made under direction of In- 
surance Commissioner J. S. Tobin. This 
audit purports to show that Mr. Reece 
began taking money out of bonds held 
by the department long before the al- 
leged McAlister trade. It is claimed that 
during the primary campaign of M. R. 
Patterson, backed by the Lea-Horton 
administration with which Mr. Reece 
was employed at the time, he began tak- 
ing out bonds. Attorney General At- 
kinson, who is a close political associate 
of Col. Luke Lea, and an opponent of 
McAlister, has steadfastly refused to al- 
low Mr. Walker to put the audit before 
the jury. The attorney-general claims 
that he is protecting the interests of the 
State in his position. 


Big Swing of Republican Votes 


The deal by which McAlister is al- 
leged to have been elected governor was 
said to have been made at the home of 
Judge Bachman at Signal Mountain near 
Chattanooga some time after McAlister 
had won the Democratic nomination. 

ere was a conference at which was 
Present Representative Carroll Reece of 
the first district, representing a Repub- 
lican stronghold. He is a brother of 
J. I. Reece, who was also present. What- 
‘ver transpired at the conference there 
was a big swing of Republican votes to 
McAlister in the Carroll Reece district. 

According to the indictment at Moun- 
bes City, J. I. Reece took the bonds 
re the insurance department in col- 
Wsion with Alexander, Davis and 

outhan and used it in the campaign. 
a Reece declares that an agreement 
is made that McAlister’s pledge to 

scharge every member of the Horton 
administration was not to be applied to 
bi until he had time to replace the 
unis However, there was some slip 
Ri Tobin of Memphis was named 
taknssioner in place of Reece and the 
ing of the bonds was discovered. 
aoe he was let out Commissioner 
an € degan to air the political transac- 
shiehed ay court investigation was 
Leda Warrants were issued for Reece, 
nde Alexander and Davis. The 
once or the last three were signed at 
tial by a number of Nashville influen- 
citizens as a protest against the 








Vash Young Is Author 
of New Book Just Out 

















VASH YOUNG 


Bobbs, Merrill & Co. of Indianapolis 
are bringing out Vash Young’s new 
book, “No, Thank You.” Life insurance 
men -will remember his two books, “A 
Fortune to Share,” and “Let’s Start 
Over Again.” These were inspirational 
books that had a wide sale. The new 
book is an entirely different one. For 
ten years Mr. Young confesses that he 
drank too much. Liquor possessed him 
and it brought him to the verge of sui- 
cide. Something took possession of him 
and for 12 years he did not drink. Dur- 
ing prohibition time friends told him 
that this dry practice was a great mis- 
take. To bring his information and ex- 
perience uptodate he went on an “ex- 
perimental jag.” The confusion over 
money and the repeal of national pro- 
hibition persuaded Mr. Young that it 
was time for him to go a long ways 
further than he had in his previous 
books. He felt he should reveal some 
things about his battle with drink, his 
dealings with money, his adventures in 
religion that had not seemed necessary 
heretofore to bring to light. He pro- 
ceeds with a narrative that is start- 
lingly candid. The book sells for $1.50, 
being handled by THE Nationa UNDER- 
WRITER. 








charges. The Davidson county grand 
jury indicted Mr. Reece but refused to 
indict the others. On the first day of 
the present trial, Mr. Reece was not 
present in court. Then came the news 
from Mountain City that the grand jury 
at Johnson City had indicted Louthan, 
Alexander and Davis. Mr. Reece de- 
clared that “power interests” had ar- 
ranged to cover the abstracted $100,000 
in bonds instead of “donations from per- 
sons representing companies before the 
insurance department and _ obtaining 
benefits therefrom” as had originally 
been agreed upon. The McAlister peo- 
ple claim that the audit shows that Mr. 
Reece took the money systematically 
some months before the purported elec- 
tion agreement and that on the day of 
of the election he removed a big state 
deposit from the Mountain City bank 
too late for use in the campaign. This 
is the transaction which led to the Alex- 
ander, Louthan and Davis indictment. 


Corpening Sustains Reece 
C. C. Corpening, former examiner in 


the department, corroborated Mr. Reece’s 


charge that he was with Mr. Reece in a 
Johnson City ‘hotel just before the 1932 
primaries when a bank sent in “a bale of 
$1 bills.’ Mr. Corpening said that he 


brought about $10,000 back to Nashville 


where Mr. Reece placed it in a lock 
box. Mr. Reece’s story that he was 


given the bonds by J. 5. Tobin, present 
commissioner, to be marketed in New 


York to make up a campaign deficit was 
corroborated by Mr. Corpening. Mr. 
Corpening stated that he put in the 
per diem expenses paid by insurance 
companies for examination into the cam- 
paign fund for 1932. 


Insurance People Meet on 


U. S. Corn-Hog Program 





About 75 life insurance company rep- 
resentatives and other institutional land- 
lords attended a meeting in Chicago 
Monday to discuss with federal repre- 
sentatives their problems in connection 
with the corn-hog reduction program. 
The officials from Washington were W. 
Harry King, in charge of the institu- 
tional landlord division of the corn-hog 
program, and his assistant, Claude R. 
Wickard. 

Mr. King went to Minneapolis to con- 
duct a similar meeting Tuesday. A 
meeting of the same kind is scheduled 
ya be held in Kansas City next Mon- 
ay. 

Many questions were put to the Wash- 
ington officials, because the reduction 
program, so far as the institutional land- 
lord is concerned, presents different as- 
pects from that of the individual owner. 








Eleven Months Plan of 
Ohio National Announced 











The Ohio National has announced an 
11-month sales promotion plan for 1934. 
In February a lamp contest was con- 
ducted. ‘Prospect Building and Finan- 
cial Independence Week” will be the 
subject stressed in March; April, busi- 
ness insurance; May, “Loyalty” month 
(retirement income); June, educational 
policies; July, qualification month; Au- 
gust, clean-up fund; September, dedica- 
tion of new home office month; October, 
president’s month; November, salary 
continuance; December, gift month. 

A Rookwood pottery table lamp will 
be awarded the Ohio National agent 
writing the greatest number of lives in 
February, to be paid for by March 31, by 
Mrs. T. W. Appleby, wife of the Ohio 
National president. In addition, any 
agent paying for $150 in premiums writ- 
ten in February will be awarded an 
original etching by Paul Ashbrook, Cin- 
cinnati artist, of the home office build- 
ing under construction on Reading road. 








E. B. Coll, vice-president of the Farm- 
ers Deposit National Bank of Pittsburgh, 
has been elected a director of the Reli- 
anee Life. 
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TICK OF 
THE CLOCK 


brings better business prospects to 
MIDLAND MUTUAL LIFE Representatives 


Definite Time Control Plans, inaugurated January |, 1934, set 
up a "standard" week's work, broken down into days and hours, 
gave each man a minimum goal. 





As a result of the enthusiastic acceptance of this definitized 
plan, Midland Mutual Representatives rolled up a 49% gain 


in January. 


The "standard week" calls for 10 hours of study, 30 hours in 
the field, 40 calls, 10 of which must be new, I5 interviews, 5 
new prospects and one application for $3,000. Extra hours 
employed show extraordinary results. Every tick of the clock 


is golden. 
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Columbus, Ohio 
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The primary duty of the management of this 
company is to assure the membership con- 
tinued enjoyment of the fundamental mutuality 
upon which the company was founded and 
under which it has functioned during the more 
than eighty-eight years of its existence . . . 
The Mutual Benefit Life Insurance Company, 


Home Office e 300 Broadway e Newark, N. J. 


Treasure Chest Selling Plan 
Founded on 18 Basic Needs 





METHOD OF SALES TRAINING 


Continental Assurance Brings Out Sys- 
tem Employing Special Brochures, 
Cards to Use in Interviews 





The Continental Assurance of Chi- 
cago announces to its agents the “treas- 
ure chest,” a selling method based on 
18 basic needs for life insurance which 
was devised as a permanent selling 
service and an efficient means of agents’ 
training. It is declared to be the es- 
sentials of a sales and training course 
in such brief form that it is anticipated 
the agents will use it widely. 

The treasure chest consists of 18 
brochures, each on a_ special need, 
printed on a single sheet of paper folded 
in such manner it may be used as a 
presentation document, unfolding as the 
interview progresses. The matter con- 
tained in each brochure is in itself a 
prepared sales talk which qualifies the 
prospect ard concludes in an attempted 
close. At this point a fold of the paper 
may be turned over, disclosing a blank 
for summarizing the present insurance 
setup and ascertaining the total new in- 
surance needed for the purpose. 


Require List of Prospects 


The agent may read the brochure to 
his prospect, thus in a short time fa- 
miliarizing himself with it and learning 
the prepared talk. The treasure chest 
is being sent to agents who fill in a 
qualification blank with the names and 
addresses of 50 prospects, the list being 
returned immediately. The purpose of 








Canada Life Executive 














manager of the Canada Life, is cele- 
brating the completion of 20 years con- 
tinuous service with the company. 


Celebrates Anniversary 






















A GORDON RAMSAY 






A. Gordon Ramsay, assistant general 







Mr. Ramsay entered the business as 


a field representative 30 years ago on 
the invitation of Charles F. Bullen, Chi- 
cago manager of the Canada Life, who 
recently celebrated his fiftieth anniver- 
sary with the company. 


After five years of field work Mr. 


Ramsay was appointed general agent 








MUTUaL 
BENEFIT 


the blank is to select agents who will 
make a sincere effort to use the plan. 
The kit is in the form of a treasure 
chest of gold, and besides containing 
the first four brochures in the series of 
18, includes 50 plan-o-graph cards pub- 


for the Connecticut Mutual at Balti- 
more. In 1914 he returned to the Can- 
ada Life at the head office as inspector. 
Twelve years later he became general 
superintendent, and in 1930 assistant 
general manager and general superin- 
tendent. 











New Tools Meet Old Problems 


Fundamental needs do not change—but condi- 
tions do. Smart merchandisers meet old problems 
in new ways, matching the tempo of the times. 
They offer new approaches, new selling angles, at- 
tractive new packages. 


Fidelity Is Abreast of The Times 


The Bridge Builder—a package sale. Continues 
the breadwinner’s income through the readjust- 
ment period. The Fortifier—a depression policy. 
Stands midway between the usual Term policy and 
permanent plans. And Family Income Rider ap- 


lished by the Diamond Life Bulletins. 
These cards tie in closely with the 
treasure chest plan, since there are 18 
numbered tabs across the top of the 
cards, each one corresponding to a need. 
The brochures are similarly numbered. 

In’ practice the agent checks off a 
prospect’s needs which he knows are 
adequately filled, turning down the cor- 
responding tabs. He then personally 
canvasses the prospect, turning down 
other tabs on his card as indicated, and 
finally having a card which shows un- 
filled needs. 

The 18 brochures are devoted to 
cleanup fund, minimum income for wife, 
readjustment insurance, juvenile insur- 
ance, educational insurance, insurance 
on wife, mortgage insurance, income 
protection, retirement income, bequest 
insurance, insurance to cover loans, 
estate insurance, audit and insurance 
program, business insurance, sole pro- 
prietor insurance, partnership insurance, 
stock retirement plan and employe in- 
surance plan. 


The brochures are intended not to 


day 
points out, is that more advice is avail- 
able from collected experience in selling 
life insurance. 


Mr. Ramsay recalls the unscrupulous 


competition and evils of rebating and 
twisting which existed years ago and 
gives credit to the agents’ association 
movement for the great improvement in 
field conditions. 


One advantage the field man of to- 
has over his predecessors, he 


plied to the “Income for Life” policy originated 
by Fidelity. These new Fidelity tools meet pres- 
ent-day conditions. 
Send for booklet, “The Company Back of the 
Contract” 


IDELITY MUTUAL LIFE 


be used as mailing pieces or as opening 


wedges. 


Succeeding brochures in the 


series will be sent out singly at inter- 


vals of ten days or two weeks. 


The 


Continental Assurance will analyze pro- 
duction of each man using the treasure 
chest, and is preparing cards bearing 
these agents’ names. 

The material was developed under di- 
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PHILADELPHIA 


WALTER LEMAR TALBOT, President 




















Send 9 cents in stamps for sample copy of 


~ THE ACCIDENT & HEALTH REVIEW 


The only exclusive accident and health paper published. 


It gives ideas and suggestions that help you sell income protection insurance. 
Address your inquiry to A-1946, Insurance Exchange, Chicago 


rection of M. D. Phipps, superintendent 
of agents. The Continental urges its 
agents not to attempt to discuss more 
than one insurance need with a pros- 
pect in any interview, as to do so causes 
confusion and sets up the problem of 
deciding which need to cover at first. 














Barnes at Detroit 


F. L. Barnes, executive vice-president 
Ohio State Life, spoke to the Hugh 
E. VandeWalker agency dinner and 
sales conference in Detroit on the “Sta- 
bility of the Insurance Business.” 










Mr. Ramsay has just left on an in- a 
spection tour of all the western Cana- fae 
dian and United States branches of the th 
Canada Life, visiting Los Angeles, San a 
Francisco, Portland, Seattle and Minne- a 
apolis, Vancouver, Calgary, Edmonton, = 
Saskatoon, Regina and Winnipeg. » 

While in Los Angeles Mr. Ramsay os 
will participate in the Canada Life edv- per 
cational regional convention which 1s ye 
being held March 10. pn 

In 
Seek Stronger Twisting Law gram 

BOSTON, March 8.—Commissioner shou 
Merton L. Brown of Massachusetts Ment 
sponsoring an anti-twisting measure [0 sua 
strengthen the existing law by provid- provi 
ing for “misleading representation” o quest 
“incomplete or misleading comparison force 
of contracts. The penalty would be 1- tinue 
creased to a $1,000 fine or six months J @ re 
imprisonment. The joint legislative Polic 
committee on insurance has favorably Sen! 
reported the bill and added an addr plan 
tional penalty for the companies whose neces 
agents may be convicted of twisting > Ment 
requiring the companies to refund @ 4 v 
premiums paid as a result of “mislead 2 
ing representations. a I 

ND 

Qualifies 75 Percent More Men ie 

LOS ANGELES, March 8.—In a pro- for 
duction contest the Kellogg Van Wit £9 pe 
kle agency of the Equitable Life of New Ing | 
York in Los Angeles qualified 75 ?& of eg 
cent more agents than in a similar ri atta: 
test over a year ago, showing 4 larg than 
increase in volume. cash 
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| February New 


Life Sales Soar 











New paid-for business of the Bankers 
Life of Des Moines for the first two 
months of the year shows an 18 percent 
increase. This year’s total for January 
and February is approximately $10,- 
000,000, and the gain exceeds $1,500,000. 








The Jack Lawrence general agency 
of the Berkshire Life in Kansas City, 
Mo. paid for 300 percent more busi- 
ness in January and February of this 
year than in the same period in 1933. 
Business written in the first two months 
of 1934 was more than one-third of the 
whole 1933 total. 

The R. E. Olmsted general agency 
of the Penn Mutual Life in Detroit paid 
for $343,753 in February as compared 
with $88,732 in February, 1933, and as 
compared with $108,000 in January, 
1934, 












* * * 

The H. A. Hedges agency of the 
Equitable of Iowa in Kansas City, Mo. 
which has celebrated its 10th annivers- 
ary, showed a gain in paid for business 
for the last five months. The agency 
led the Equitable of Iowa in January 
for the United States. 









* 












perity Day,” held by the Central Life 
of Des Moines March 1. A quota of 
$500,000 was set for the day, in which 
agents were working from 7 a. m. until 
midnight. When final results were 
checked, it was found that business to- 
taling $764,733 had been produced. A. C. 
Larson’s Wisconsin state agency at 
Madison led the field with $119,000. The 
C. H. Burnett agency of Chicago pro- 
duced $51,000 for second place, while 
the M. A. Reep agency of Waterloo, Ia., 
was a close third with $50,500. 
* * 


The Prudential ordinary agency in 
Detroit paid for more business in Feb- 
ruary than in any one month for 18 
months, 132 applications being pro- 
duced. There was a notable trend to 
larger policies, according to Manager F. 
L. Klingbeil. 

* Ox 

February business of the Indianapolis 
Life showed a decisive gain according 
to President E. B. Raub. 


The B. A. Weiderman agency of the 
Union Central Life in San Antonio, 
Tex., increased its business in January 
and February 40 percent. 





The Lincoln National Life 
Insuranee Company of Fort 
Wayne, Indiana, through a broad 
system of mailings to policy- 


holders and prospects 





secures LIVE LEADS for its rep- 
































ee } The Detroit branch of the Sun Life The Security Mutual Life of Ne- 
ars con. e °% Canada led all United States agencies | braska increased its new business in 
ny in paid production in February and | February 54 percent. e 
iness as Ae ting the week ending Feb. 26, led the ; 7 lel rese@eh tative Ss. Mo re than one 
, United States with a total of 55 cases | W. L. Nash, manager of the San An- 
ago On Me for $271,618 for the week. E. W. Owen | tonio, Tex., agency of the Northwestern 
len, Chi- is manager. National Life, reports its business for 
ife, who Ok ok January and February of 1934 shows an 
anniver- A gain of 11 percent in new ee increase of 300 percent. h h ns a 
in February is reported by the North- eo . d f 
ork Mr. & western National Life. Total produc- M. E. Steinhilber, manager of the Fi- t ousan 0 t ese Inquiries per 
ul agent FB tion for the month was $5,243,003. delity Mutual Life at Cleveland, reports 
t Balti- kk Ox that in January and February his office 
he Can- The W. L. Boyce agency of the | paid for over 300 percent more business 
ispector. Equitable Life of New York at Syra- | than for the corresponding two months 
general B® cuse, N. Y. had one of the biggest paid | of last year. month are distributed 
assistant J business months for January ever : ee, a ? 
superin- J known in its history. February was | - i Pacific Pa aren Life en that 
also one of the biggest written business | 1n January an ebruary there was an . : 
rupulous months ever penn coal increase of 24.5 percent in life insurance, The Service Life Insurance Company 
ing - é ‘ = * Fy - - 79 percent in een premiums, 36 per- JOHN A. FARBER, President OMAHA, NEBRASKA 
AZO an hat a we irected sales drive wl cent in non-cancellable income premium ° . 
ociedae bring real results was proved on “Pros-! and 27 percent in caecutae come Legal Reserve Stock Company Organized in 1923 
sment in ELEVENTH ANNUAL STATEMENT, December 31, 1933 
" nt Cs ASSETS 
1 of to: Bf Unique Manual Digest Has | Mortgage Moratorium Law WE HAVE Real Estate in the amount of......... P388% $128,170.73 
is avai: [& More Surrender Value Data| Modified by Kansas Solons WE HAVE Secitred Loans to our policyholders... 24.54% 1281,270.04 
n selling ate an funicipa’ mds an ar- 
' rants valued according to the strict require- 
raili i i s_of the Insurance Department............ . ,502,997.7 
san in fp Aiough the prevailing impression] TOPEKA, KAN. March s—The||  we'tflfsGatng,taatan,Depetngtss 72 oy 
» Com nt o be that all annuity rates have | special session of the Kansas legislature, WE HAVE Cash in Open Banks...:........... se++ 1.66% § 86,687.17 
s of the Ie “cteased, it may be a surprise to learn | which has adjourned, passed a new Se —_ Lari pneesdiiepepeed 3.88% 176,658.33 
Jes, Sat that a large number of companies have mortgage moratorium law founded upon Aveiiehin dap imine par cashion policy ree ae _———s 
 Minae- er a increases. With papa Aga the vy wages — The repeniuivegpeo for death, disability and policyholders’ cash re- aa 
on, rity of annuities in general and the | passed last year applying to every rea UUTEMCMES «eee evecccer ese cocees SENS SS Sees SOS, S50. 
rego: ever increasing recognition of the im- | estate mortgage in the state and ex- we HAVE Ee eS es 227% 31,664.68 
Ramsay portance of providing for old age as ex- | tending the period of redemption a year, Mortgages ............ eis gaaaaanapaadas RRS 2.32% 120,938.88 
fe edu: fe “™Plified in recent old age pension dis- | has expired. ws SS eee unpaid. one but which awe 
hich cussion and legislation a demand has The new measure provides that ever ili oe re Sone Son ae % 9 
vhich 18 de | legisiation a p € every Dilitee fc TGUMOG MONON ac ccc ns cance cncgadetcess 4.87% 253,984.18 
eveloped for retirement or deferred | mortgage must stand upon its own bot- TOTAL ADMITTED ASSETS.............- J00% $5,221,484.79 
annuities, — tom. It is not a blanket protection as _ LIABILITIES 
Seal In making up a comprehensive pro- was the old law. Each mortgagor must Pre ee eS iat ce ae ak Ce 
a stam for the prospect, consideration | go into court and make a showing as by the Insurance Department of Nebraska..... $4,425,103.58 
nissioner should be given to a plan for retire- | to whether or not he has made any ef- WE HAVE other special policyholders’ funds of... 81,120.58 
usetts is ment. This calls for more than the | fort whatever at paying the taxes, in- Ge ee ee ase ee 
asure : ey — a retirement ssa to | terest and erence oe bagrongriock WE HAVE interest and premiums paid to us before sae ii 
provid- ovide the income desired. The first | If he can make a showing that he has ue dates .......+.-.- testers ee eeees sinetees ¥453. 
tion” of @™ ‘vestion is whether the life insurance in | tried to take care of his financial obliga- bie Py Ce RS ees: SOC 42,174.25 
parison force at the retirement age is to be con- | tions but was unable to do so entirely WE HAVE current accounts at the end of the year 
d be in- J “ued or the cash value applied toward | because of economic conditions, then ae ee eee ee on ee sensi 
months 4 retirement fund at that time. The | the court may extend the period of re- SURPLUS FOR THE PROTECTION OF OUR’ POL- * jie 
gislative Policies most common in these contin- | demption until March 1, 1935, and make WO aos ocean cscccaccdes covcacene 546,049.13 
avorably Seiicies are issued on the ordinary life | such order as appears necessary to TORAL ERAMIUETIES ooo. fo occ ciccecccce $5,221,484.79 
in addi- Plan so that in most cases it would be | carry out a reasonable rental of the OUTSTANDING POINTS OF SECURITY TO POLICYHOLDERS 
se Bi metathesis, ar | property. In the event the mortars |] 30, AR area tee eee eee ete a eee 
sting 9! S atter retirement or take the paid-.| upon a home and not upon a farm, the “IN t .79 in Assets for each .00 of responsibilities. 
fund all up value if the cash value is not is be pec may order eg payments in ano sd li gage cmiaea te computed according to Insurance De- 
mislead- added to the retirement fund. monthly installments. FAVORABLE MORTALITY Only, 8.4% of American Experience Table standard. 
ual Fed seein ig pig i a Ths valuation of Bonds and’ Stocks has Ye mode on = guranteed juts and in 
NDERWRIT, sie y ‘ eee bl é poor ae conformity with the basis prescri y the Director nsurance for Nebraska. 
Men ra ITER, carries an enlarged show- | the reserve table section. “A table trom 
na pe 8 of ordinary life surrender values | which the amount of paid-up insurance OFFICERS AND DIRECTORS 
n Win ‘or the larger companies which write | available at any time may be computed John A. Farber, President Lioyd Dort, Vice. President & Counsel 
- New .” Percent of the business. This show- | is an exclusive feature of this book. The Irvin. Stalmaster, General Counsel Dr. E. E. Simmons, Medical Director 
M Goggins, Assistant Secret: 





ofeene® the cash available at the end 
attained nt up to the 20th and at the 
tha €d age of 65. If some age other 

n 65 is selected for retirement, the 











Cash y ; : : 
sh value js readily obtainable from 





table may be used either to obtain the 
amount of paid-up insurance which may 
be purchased at any time by any 
amount of reserve or to obtain the 
cash value of any paid-up life policy. 
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MMONWEALTH 
CORDIAL 


OPERATION 





OR 30 years this or- 
TT casas has been 
building permanently and 
giving the fullest life pro- 
tection possible at the fair- 
est cost consistent with 
safety. We have always 
kept faith with our policy- 
holders and agents. Our 
conservatism, strong fi- 
nancial condition, “A” rat- 
ing, diversified investment 
portfolio, prompt payment 
of claims and treatment of 
agents is well known to 
the insurance fraternity. 


The enthusiasm of Com- 
monwealth Life agents is 
astounding. An outsider 
was greatly surprised on 
finding our agents so ex- 
tremely satisfied and 
pleased with our company. 
He believes we must treat 
them right. We do—and 
we offer the same treat- 
ment to others who are 
interested in representing 
an aggressive, financially 
sound company whose first 
and last thought is life in- 
surance—a company that 
is thoroughly tried and 


true. 


I. Smith Homans 
Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE,- KY- 














Sound Pension System for 
Utility Companies Urged 





IDEAS OF METROPOLITAN MAN 





E. C. McDonald Contends Anticipation 
of Future Pension Payments Is 
Legitimate Expense 





E. C. McDonald, assistant secretary 
of the Metropolitan Life, in an article 
in the ‘Public Utilities Fortnightly,” 
emphasizes the necessity of utilities 
funding their pension arrangements and 
expresses the belief that expenditures for 
pensions can properly be included in a 
public utility’s operating expense. 

Mr. McDonald states future pension 
payments must be anticipated currently 


‘just as reserves for depreciation and ob- 


solescence of plant and equipment 
should be set up. 

Many utility companies, he states, fail 
to recognize that labor costs should in- 
clude adequate pension reserves, that the 
human element in the business should 
stand annual depreciation charges in 
much the same fashion as the physical 
property is depreciated. Such reserves 
are a legitimate operating expense and 
unless provided for constitute a hidden 
accrual each year. 

For the average public utility, he 
states a satisfactory plan could be de- 
veloped for a current outlay within 3 
percent of payroll, plus additional de- 
posit for a period of years gradually to 
liquidate such past service credits as are 
recognized. 

Consumer and stockholder should pay 
as they go and pension credit accruals 
arising out of service by employes in 
1933 should be covered by reserves es- 
tablished in 1933. 

Mr. McDonald cites a number of de- 
cisions by public service commissions 
favoring a_ scientific pension system 
rather than a mere charge of current 
actual pension disbursements to current 
operating expense. By making the 
charge currently as a part of current 
operating expenses where it logically 
belongs, he states, the full labor cost will 
be reflected in the company’s operations 
and, therefore, help to establish a satis- 
factory basis of rate which will be fair 
to consumers, stockholders and man- 
agers. 

Mr. McDonald mentions a number ot 
utility companies which have established 
sound pension practice, they being Los 
Angeles Gas & Electric, Rochester Gas 
& Electric, Southern California Gas, 
Central Hudson Gas & Electric, Kansas 
City Power & Light Co., Southern 
Counties Gas Company and American 
Water Works & Electric Co. 


Boston Agency Gets Trophy 


The Fitzhugh Traylor agency of the 
Equitable Life of New York, in Boston 
has won the Eastern Century Club 
membership cup, awarded by the home 
office, to the agency showing the largest 
increase in club members. This cup is 
competed for among the 22 agencies of 
the eastern department. This agency also 
ranked third in the United States for 
1933, measured by the increase in pro- 
duction brought in through new organ- 
ization. The agency was established 
about five years ago and now has 50 
producing agents and has plussed its 
quota of new business for the first two 
months of 1934. 


Seek New York Amendments 


ALBANY, March 8.—The New York 
insurance department is sponsoring an 
amendment to the insurance law pro- 
hibiting companies from making loans 
and advances to officers, directors, 
agents, trustees or employes. Another 


department measure also limits percent- 
age of assets that may be invested or 
loaned upon the security of any one 
institution or piece of property from 10 


é 


percent to 5 percent. - 











Hercules Manager 








ODELL 


CARL L. 


Life insurance men throughout the 
country are greatly interested in the de- 
cisions that are being made these days 
by Carl L. Odell, who is general man- 
ager of the Hercules Life of Sears, Roe- 
buck & Co. He is launching an experi- 
ment in conducting a life insurance 
business for a mail order house and if 
the enterprise proves successful, it is 
likely to be of great significance. Until 
about two years ago, Mr. Odell was a 
broker in Chicago, being connected with 
the Travelers and then with Moore, 
Case, Lyman & Hubbard. He was a 
friend of Gen. R. E. Wood, president 
of Sears, Roebuck & Co., and caused Gen. 
Wood to become interested in putting 
the mail order house into the automo- 
bile insurance business. The Allstate 
Insurance Company was organized for 
this purpose and later, because of the 
statutes of some states which prohibit 
one company from writing all of the 
automobile coverages, the Allstate Fire 
was formed. That company does not 
write a general fire business, but con- 
fines itself to automobile fire and theft. 

Then Mr. Odell turned his attention 
to life insurance and caused the man- 
agement of Sears, Roebuck & Co. to 
become interested in adding that item 
to the mail order olla-podrida. Several 
months before a receiver was appointed 
for the National Life, U. S. A., Sears, 
Roebuck & Co. held conservations with 
the management of that company look- 
ing to its purchase, but the negotiations 
fell through and when the National Life. 
U. S. A., collapsed, Sears, Roebuck & 
Co. immediately took steps to organize 
a company of its own and submit a bid 
for reinsurance of the failed National. 
U. S. A. After having been ignored 
pretty largely by the receiver and his 
consultants for several weeks, the bid 
of the Hercules Life was at the end 
given greater consideration and to the 
surprise of many its bid was approved 
by the court. 


Sales Records Set 


The western Pennsylvania agents of 
the Reliance Life in one week sold 471 
policies for a volume of $1,071,102. A 
new record for a day also was estab- 
lished when 323 policies for $633,238 
were written by agents in the Pitts- 
burgh district. 


Coffin at Atlanta 


Vincent B. Coffin, superintendent of 
agencies Connecticut Mutual, spoke at 
a meeting in Atlanta of the Baxter Mad- 
dox agency and agents in northern 
Georgia. Mr. Coffin discussed some of 
the new sales methods recently put out 
by the Connecticut Mutual and also 
explained new life contracts. 








O’Donnell Made President 
of Southwestern Lif. 





DIRECTORS’ SPECIAL MEETING 





New Head of the Company Is Prom. 
nent Attorney and Has Been 
Vice-President 





DALLAS, March 8.—Charles F 
O’Donnell, vice-president and genera 
counsel of the Southwestern Life fo 
several years, was elected president oj 
the company to succeed the late T. Wy, 
Vardell at a special meeting of the 
board. Mr. O’Donnell was elevated t 
the presidency after a conference wit 
Walter W. Head, president, and other 
officials of the General American Life, 
few days ago. It will be remembere/ 
that the Missouri State Life, Aug. ;, 
1929, entered into an agreement with 
the Southwestern Life to purchase 10- 
500 of the latter’s 20,000 shares over 
period of five years. As of that date 
1,500 shares were taken at $700 each, 
The General American Life took over 
the Southwestern Life stock in the Mis 
souri State Life deal. 

Mr. O'Donnell was born Jan. 15, 1882, 
in Dallas county, Tex. He received his 
law degree from the University of Texas 
in 1907. He has practiced law in Dallas 
since 1907. He served as city attorney 
there for four years. He was president 
of the Dallas Bar Association in 192, 
He was elected a director of the South- 
western Life in 1925, general couns¢ 
in March, 1929, and vice-president in 
March, 1930. 


Reliance Life Has New Series 


The Reliance Life of Pittsburgh, in 
the March issue of the “Reliance Bul- 
letin,” started a series of bulletin cov- 
ers and editorials on qualities of char: 
acter necessary for successful insurance 
selling. The drawings have been exe: 
cuted by a Pittsburgh artist. The first 
editorial is on courage. Other qualities 
that will be treated in the same fashion 
are consistency, stamina, persistence, 
confidence, integrity, imagination, re 
sourcefulness, loyalty, preparation and 
aggressiveness. 


Enlarging Home Office 


The National Life & Accident is pre 
paring to enlarge its six-story home o- 
fice building by the construction of 4 
new wing to cost $100,000. 





Believe It or Not, Company 
Wins Disability Decision 





An exception to the general run 
of disability decisions unfavorable 
to insurance companies is found 
in the decision of the Minnesota 
supreme court in Koeberl vs. 
Equitable Life of New York. 

Koeberl’s left arm was mangled 
in a corn shredder and the arm 
was amputated above the elbow. 
Disability benefits were paid for 
three months and thereafter the 
Equitable refused to continue the 
payments. 

The findings were that Koeberl 
suffered some discomfort and dis- 
ability, that he has driven an 
automobile and a team, has done 
plowing, operated a binder and 
helped with the ordinary farm 
chores. 

The supreme court held that 
the rule of liberal interpretation 
of an insurance contract does not 
permit any court to make a new 
pact for the parties by arriving 4 
an interpretation in conflict w! 
the clear meaning of the languagé 


in which it is framed. —_— 
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Novel Method for 











rn Life , 
Educational Meet 
EETING 
(CONTINUED FROM PAGE 4) 
‘ an ten years older or younger. The 
» Prom ~ important point would be into 
Seen what income brackets you want your 
prospects to fall. My suggestion would 
be that you try to procure prospects 
whose incomes are somewhere near 
sarles FA Your past earnings. You will better 
general understand their problems and be better 
Life for able to serve their needs. 
sident of Sources of Prospect 
te T. WV, For unmarried prospects, Mr. Hale 
z Of thei suggested the following sources: cen- 
evated to ters of influence; lists of college grad- 
nice with yates of the last eight years; young 
ind other fi men’s church, civic, and political clubs; 
an Life,afM. direct canvass for promising young 
nembered men; fathers of young men; cold can- 
Aug. if yass, saying that “cold canvass becomes 
lent with’ hot canvass after you have met and 
chase 10-4 really know the prospect.” 
eS Over 2 For married prospects he suggested 
that date centers of influence; endless chain; 
700 cach. newspaper clippings, particularly where 
Ook over pictures of mother and children appear; 
the Mis prothers and brothers-in-law of appli- 
cants; observation: getting names of 
. 15, 1882, passersby, in commuters’ trains or in of- 
eived his fces through mutual acquaintances; 
of Texas cold canvass. 
in Dallas A regular source of business’ for the 
attorney alert underwriter is business and pro- 
president JM fessional women, Mr. Hale said, stat- 
| in 1927, ing that the market is expanding rap- 
ne South [M idly. Another is the sons of clients or 
1 counsel MM prospects. 
sident in -——_—_—_—_- 

Beebe Tells What Type of 
wales Men Agents Should Contact 
omg (CONTINUED FROM PAGE 4) 
etin cov- [Me department heads; over 40 percent to 

of char- MM old policyholders and 90 percent to men 

insurance [ within 10 years of my own age; about 

een ext: MM 8 percent to close friends and practically 

The first all the others to people to whom I had 

qualities HM heen introduced, or recommended by 

e fashion MM friends and policyholders. Not one of 

on a them developed through cold canvass. 
een and What Prospect Cards Show 

“But my present prospect cards show 

avery different story: only 40 percent 

e of them are executives or department 

: heads; less than 10 percent are policy- 

nt 1s PM holders, and counting only those whose 

sires rs ages I have, 60 percent are within ten 

tion O! “i vears of my own age. If my actual 

sales should run on the same lines as 

heretofore, I would be expending about 

63 percent of my time and effort to ef- 
pany fect only 30 percent of my sales. As 
cision to my chief source of revenue—execu- 

tives and department heads—on the age 

basis I would be expending 60 percent 
‘al run of my time to sell only 20 percent of 
rorable my business. Evidently my prospect 
found cards need considerable revising. I am, 
nesota therefore, retaining all the prospect 
rl vs. cards of the executive type and adding 
‘k. some more and eliminating (unless I am 
angled able to see both groups) the more sub- 
ie arm ordinate types. I have, however, at- 
elbow. tached to each prospect card a blank 
id for tard to remind me to get names and 
er the Introductions from those with whom I 
ue the am acquainted to those with whom I 
ope to become acquainted in the ex- 
‘oeberl ecutive group.” 
ved “ Thousands of Forgotten Men 
s done There are literally tens of thousands 
or and ot “forgotten men” whose offices are 
farm hot out in the open, and who should 
hot be overlooked as prospects, said 
d that Mr. Beebe. In many cases their pur- 
etation thasing power is more real today than 
es not among their better known employers, 
a new he said, 
ring at nder present conditions many peo- 
t with ble formerly rated as substantial would 
iguage “a Seriously upset financially by the 
nr of the wife, Mr. Beebe pointed out, 
ing that the subject can be tactfully 











brought 





your wife a will?” and calling attention 
to the implications that follow. 

To those agents who dislike to make 
a practice of soliciting their friends, 
classmates, club members, and the like, 
Mr. Beebe gave his moral support, stat- 
ing that while he would like to be 
honestly converted from his belief he 
had a natural abhorrence to seeking 
business from these groups. “Some of 
them will come to you anyway,” he said, 
“and since we cannot write everyone, 
I should prefer to find my field amongst 
your friends and classmates and let you 
solicit mine.” 


Two Viewpoints on Business 
Coverage by Simon and White 





(CONTINUED FROM PAGE 4) 


tial to the small business as to the large 
business. There has been a popular 
fallacy that business insurance only ap- 
plied to the very big business interests. 
This is wholly incorrect as the major- 
ity of business insurance policies are 
small policies, the average of which is 
not over $5,000. Therefore, any life 
underwriter who does not sell business 
insurance because he hasn’t contacts 
with big business is simply overlooking 
a good bet. And it is just as necessary 
for partnerships as for corporations— 
a fact which is often overlooked.” 


Handle All Needs Says White 


The wiser course for the average life 
underwriter is not to specialize in busi- 
ness insurance but to equip himself with 
the knowledge for handling the business 
insurance needs of his clients, was the 
advice of Mr. White. 

“For the salesman who desires to be 
the insurance adviser in its best sense 
for his clients, it is becoming more and 
more essential that he have the vision, 
knowledge and ability to handle this 
type of insurance,’ said Mr. White. 
“There is probably no one in this room 
who does not have clients with needs 
for business insurance. I think the 
larger opportunity for most of us lies 
in taking care of these needs, in con- 
junction with, and not separate from, 
the family insurance needs of our 
clients. To do this does not require 
that we do an ‘about face’ with our 
present plans. It only requires that we 
supplement, if we have not already done 
so, our knowledge of our business to 
serve more adequately and completely 
our present and future clients and those 
dependent upon them. Along this path- 
way we do not stray away from one of 
the fundamental business maxims: ‘If 
you want to get business, go where 
business is.’ 


Largest Percent Is Personal 


“Regardless of the outcome of the 
present controversy as to whether 2 
percent or more of insurance is written 
for business purposes, there is no gain- 
saying the fact that the overwhelming 
percentage is personal. A chosen few 
may preferably specialize entirely on 
business insurance, but as for me, I am 
convinced that were I to do so, I would 
leave a greater opportunity for a lesser.” 


Tyson Plan Helps Men to 
Decide on Life’s Objectives 





(CONTINUED FROM PAGE 4) 


wife. Such of these as provision needs 
to be made for are checked off, with the 
amounts of insurance necessary. 

Mr. Tyson warned that the agent 
should not get discouraged if the pros- 
pect thinks the total insurance needed is 
unduly large. In the case he discussed, 
the problem was solved by using a fam- 
ily income policy, and cutting down 
some of the items below the original 
estimate. 


C. M. Ballard, Vincennes, Ind., has been 
made district manager of the North 
American Life in that district, in charge 
of seven counties. He succeeds Max 
Hill, who resigned to take charge of a 
district in Florida. 





out by using the question “Ilas 





DO YOU WANT 
. see ee ee + » TO MAKE MORE MONEY? 


If so, get the details about 


“PERFECT PROTECTION” POLICIES 


that pay disability benefits from the FIRST DAY, REGARDLESS 
OF CAUSE. . . . Policies that SELL themselves—and stay sold! 





To Field Man who can qualify, we offer: 


1. Unusually Liberal General and District Agents’ Contracts. 
2. A Complete Line of Policies, plus "Perfect Protection." 
3. Sales Development Plans that work. 
4. Copyrighted Direct Mail Advertising Service. 
5. Unlimited Personal Aid, and 
6. An “Agency-Minded" Home Office Staff. 
GOOD TERRITORY AVAILABLE IN . . . North Carolina, Virginia, 
West Virginia, Texas, Colorado, Arizona, New Mexico, Utah, 
Nevada and Kansas. 


Occidental Life Insurance Company 
LAURENCE F. LEE, PRESIDENT 


Home Office: Raleigh, North Carolina 
Established in 1906 





Price R. Cross, Director of Agencies 
Occidental Life Insurance Co., Raleigh, North Carolina. 

Please let me have details concerning your policies and agency contracts. | 
understand this inquiry will be treated as confidential, and does not obligate me in 
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A Year of 
PROGRESS 


In 1933 it was the privilege of The Otis Hann Company to 
serve twenty-three life insurance companies, whose total assets 
were nearly 400 millions of dollars, with insurance in force of 
2!/> billions. These figures are double those of the preceding 
year. 


Such widespread acceptance of our Conservation and Reclama- 
tion Service resulted from an increasingly satisfied clientele, 
ready to recommend to others the adoption of our improved 
approach to the solution of this most important problem. Our 
33 years of continuous experience in this one business may pos- 
sibly have contributed also. 


If you are not familiar with our recent improvements please 
drop us a line and we will gladly tell you why twelve more 
substantial life insurance companies were added in the last 
twelve months. 


THe Otis HANN COMPANY, Inc. 


“Tire INSURANCE SERVICE” 


333 NORTH MICHIGAN AVENUE 
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Public Demands Greater Protection 


PresipeNt M. J. CLeary of the NortH- 
WESTERN Murua LirE, former Wiscon- 
sin insurance commissioner, in a talk be- 
fore the NATIONAL FRATERNAL CONGRESS 
made the point, which was well taken, 
that in the days to come, along with the 
readjustment of the business and eco- 
nomic structure, the human factor will 
have to be considered far more than it 
has. He predicted that invested capital 
will not earn what it has in days gone 
by. There will be a wider distribution 
of income. There will be a leveling so 
that the extremes will be pulled together 
toward middle ground. Securities will 
not yield what they have in the past. 
There will be less profit. The commer- 
cial element will not enter into the pic- 
ture as it has. 

With this in mind, the sooner we real- 
ize its truth and significance the better 
it will be for us because then we can 
revamp our ways of living and readjust 
our courses accordingly. With, how- 
ever, less earning capacity, people will 
demand greater safeguards placed around 
and more security over what they have. 
The public will insist, for example, on 


stronger bulwarks surrounding banks 
and insurance companies. ‘These are 
fundamentals and constitute activities 
about which people know verv little. 
They must rely therefore on the protec- 
tive arm of the government. Unfortu- 
nately this protecting arm has been very 
weak and people have lost thousands 
and thousands of dollars through failed 
banks. There have been fewer insur- 
ance failures but even at that insurance 
supervision must be greatly strengthened 
and the incompetent, exploiting, dishon- 
est insurance management must be elimi- 
nated. Insurance must see to it that its 
house is kept in order. If it takes the 
money of policyholders then it must 
meet its obligations. 

People have not the facilities or knowl- 
edge to ascertain whether a company is 
trustworthy or not. We all look to the 
government to protect us in that regard. 
There must be sufficient regulatory 
measures and a competent check up to 
find whether these corporations are be- 
ing managed in the right way. The 
trust relationship must be recognized on 
NaTIONAL UNDERWRITER with his opinion 


What Comprises Replacement? 


CCONSIDERABLE controversy has arisen 
about the replacement practice in life 
insurance. By that is meant a readjust- 
ment of one’s insurance and the writ- 
ing of a new policy. This replacement 
practice comes up where the full equity 
or most of it has been loaned. In Chi- 
cago a special committee of five among 
the general agents and managers was 
appointed to draw up an agreement. 
There is a difference of opinion as to 
just what “replacement” means. The 
committee has ruled, for example, that 
term insurance is open territory and 


does not come under the replacement 
provision. Others emphatically dispute 
that and declare that if term insurance 
is held to be open territory then the 
same argument can be applied to almost 
any policy where the equity has been 
exhausted. THE NATIONAL UNDERWRITER 
will conduct an open forum as to just 
what “replacement” means and what 
should be covered in any code of ethics. 
Any life man with views on the subject 
is earnestly requested to furnish THE 
NATIONAL UNDERWRITER with his opinion 
in regard to it. 


Industry—A Primary Virtue 


A PHILOSOPHER said the other day that 
when a person wants a thing hard enough 
he will get it if he works hard enough. 
There is much wholesome advice in this 
philosophy. The trouble with most of us 


is that we do not draw on our pent up 
reserves. We could do much more if we 
stretched out and put in added licks. Per- 
haps, after all, industry is the great pri- 
mary virtue in achieving success. 





PERSONAL SIDE OF BUSINESS 


——y 





Vice-President James A. McLain of 
the Guardian Life of America has left 
the home office for a series of visits to 
agencies on the Pacific Coast. His 
itinerary, which includes visits to Port- 
land, Seattle, San Francisco and Los 
Angeles, will keep him in the field 
throughout March. 


Mr. and Mrs. S. J. Herzberg, Milwau- 
kee, have returned from Mexico City, 
where they spent three weeks. Mr. 
Herzberg is state manager of the Pru- 
dential ordinary department. 


W. M. Houze, Chicago general agent 
of the John Hancock Mutual Life, has 
been on a month’s tour to California, the 
Gulf of Mexico and Florida. He expects 
to be at his office again in a few days. 


March is President’s Month for the 
Kansas City Life. President J. B. Rey- 
nolds will be 63 on March 22. The goal 
is one application from every agent. 


Frank F. Loomis, who wrote feature 
insurance articles for the Chicago Her- 
ald & Examiner, and did considerable 
syndicate work for the Hearst papers 
along insurance lines, died last week at 
the home of his daughter at Kenosha, 
Wis., at the age of 72. He was born 
in Syracuse, N. Y., and went to Chicago 
in 1904. He formerly conducted the 
weekly insurance features of the Chi- 
cago “Evening Post.” Surviving are 
two sons and three daughters. The 
sons gained fame some years ago as 
Olympic track stars. 


In recognition of his completion of 25 
years of service with the Minnesota 
Mutual Life, associates at the home 
office felicitated President T. A. Phil- 
lips at an anniversary gathering. Mr. 
Phillips began his service with the 
Minnesota Mutual at the bottom of the 
ladder and steadily advanced to his 
present position. 

Judge Byron K. Elliott, general coun- 
sel and manager of the American Life 
Convention, spent several days in San 
Francisco last week conferring with F. 
V. Keesling, vice-president or the West 
Coast Life and president of the conven- 
tion. He had previously been in Los 
Angeles for some time. Judge Elliott 
is returning east by way of the Pacific 
Northwest. 


The P. W. Simpson general agency of 
the Aetna Life in Indianapolis has been 
awarded the president’s trophy for the 
central division, which includes Cleve- 
land, Toledo, Cincinnati, Columbus, 
Louisville, Chicago, Grand Rapids, 
Charleston, W. Va., South Bend, Wash- 
ington, Pittsburgh and Baltimore. 


A. M. Burton, president of the Life 
& Casualty of Nashville, who has long 
been a prominent figure in both busi- 
ness and religious circles in his home 
city, spoke Sunday at the Church of 
Christ in Centerville, Tenn. He is an 
active worker in the Central Church of 
Christ in Nashville. 


The Paschall-Gist Company of Los 
Angeles, general agent for the accident 
department of the Pacific Mutual Life 
in southern California, celebrated its 25th 
anniversary March 5. This firm, it is 
said, has the distinction of being the 
largest agency in the country doing an 
exclusively accident and non-cancellable 
disability business. In honor of the an- 
niversary the general agency is being 
showered with new applications and this 
rainfall will continue during March. 


In honor of the 47th anniversary of 
W. H. Pierson’s affiliation with the 
Provident Mutual Life, attached to the 
Newark office, March 15 has been set 
aside by the agency force as “Pierson 





Day.” He is one of the oldest agents 
of the company, both in years and ig 
point of service. 


W. M. Duff, president of the Edward 
A. Woods Co. agency of the Equitabk 
Life of New York in Pittsburgh, who 
had spent a brief vacation in the West 
Indies, and also attended the company; 
managerial conference in New York 
his way home, received a real welcome 
from his agency force. During hi 
absence C. L. Bolster, president of the 
Equitable Agents Association, and 33 
associates launched a 10-day campaign 
in his honor, in which 603 applications 
for $1,886,172 were piled up. 

Holgar J. Johnson, general agent Pen 
Mutual Life, has been elected second 
vice-president of the Pittsburgh Y. M. 
C. A. He has been an active member 
of its board for several years, serving 
as chairman of the committee on men. 
bership and more recently also as chair. 
man of the committee on world service, 


Jay G. Sigmund, Iowa poet and vice. 
president of the Cedar Rapids Life, ad- 
dressed the Coe College Writers Club 
in Cedar Rapids at its annual meeting. 


Charles L. Sawyer of Cincinnati, lieu. 
tenant governor of Ohio and a director 
of the Union Central Life, has an- 
nounced his candidacy for the Demo- 
cratic nomination for governor. 


Freeman Alford, manager of the south 
western department of the North Ameri 
can Life at Kansas City, covering Mis 
souri, Kansas and Oklahoma, has been 
named Democratic candidate for council 
man of Kansas City, Mo., his home city. 
Mr. Alford represented the North 
American there for a number of years, 
then became assistant to the president 
in the home office, returning to his pres- 
ent position a year or so ago. His elec- 
tion to the council is practically assured. 


Edwin E. A. Fisher, research engineer 
for the John Hancock Mutual Life, died 
March 4 in Umatilla, Fla. He had been 
in failing health for the past few months 
and was visiting his sister at Mt. Dora, 
Fla., when he became fatally ill. He 
was 63 years old and for the past 13 
years had been engaged in the risk 
classification department, rating danger- 
ous or unhealthy occupations. For nine 
years previous he had been associated 
with the Prudential in a similar capacity. 


President Ralph R. Lounsbury of the 
Bankers National Life of New Jerse 
has returned to the home office after 4 
trip to Puerto Rico, where he conferred 
with M. R. Pesquera, general agent of 
the company for that territory and @ 
member of the Million Dollar Round 
Table for 1933. Mr. Lounsbury brings 
back an excellent report of conditions i 
Puerto Rico, and a most promising out 
look for the company’s agency in 1934. 


J. A. Carlson, former general agetl 
for the Northwestern Mutual Life # 
Flint, Mich., who has been transferred 
to Oakland, Cal., as general agent, w# 
the guest of honor at a farewell lunc 
eon tendered him by the Flint Lifé 
Managers Association. Mr. Carlsot 
also represented the Massachusetts Mu 
tual and Massachusetts Accident on 4 
local agency basis. John D. Camerot, 
manager Equitable of New York and 
president of the association, acted # 
toastmaster. Harry M. Comins, st 
eral agent for the Massachusetts ¥U 
tual and immediate past president ° 
the Michigan State Association of Lif 
Underwriters, gave the principal 4 
dress. 





Whitney Omaha Manager 

H. E. Whitney has been  appoit 
manager at Omaha for the Sun Ls 7 
Canada. He was ‘formerly assis 
manager at Des Moines. 
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a The Significance of 





Finaneial 





Statements 





The experience of the past two years has caused many buyers of Life Insurance to give critical study to 
annual statements. In view of this commendable spirit of the policyholders and life underwriters, The 


Ohio National publishes the following— 


Analysis of the financial statement of 
The Ohio National Life Insurance Company 
December 31, 1933 


Cash on hand available for immediate payment of claims 
Oe I IN ss «6 snk nreiten PeKM RES ak $782,719.70 


It is important in these days to have a substantial amount 
of cash on hand to quickly meet policyholder emergen- 
cies. The Ohio National pays all death claims the same 
day proof has been received and for that purpose keeps 
an ample amount of cash on hand at all times. 


Bonds—34.91% of The Ohio National assets are invested 
in Bonds, 94.5% of which are Government, State, Munic- 
ipal, and Federal Land Bank Bonds. These Bonds give 
the Company additional quick assets. 


Stocks—Less than .01% of the Company’s assets are in 
Preferred Stocks which amounts to only $5,400.00. It 
has never been and it is not now the policy of The Ohio 
National to own Stocks as an investment. 


Mortgage Loans—25.27% of the Company’s assets are in 
Mortgage Loans divided as follows: 


8.52% Mortgages on carefully selected farms. 
16.75% Mortgages on carefully selected city property 


Mortgage Loans when carefully made are still a very 
valuable permanent investment for life insurance com- 


panies. Civilization is based on the home and as long as 
civilization lasts, homes will be in demand for rent and 
for purchase, therefore, so long as there is a need for 
life insurance, there will be a need for homes and care- 
fully selected mortgages on homes will be a good per- 
manent investment. 


The Ohio National limits its Mortgage Loans to not 
more than 50% of the carefully appraised value of any 
property and each loan contains a clause for the regular 
repayment on the principal thus giving additional 
security. 


24.59% of the Company’s assets are invested in Loans 
to Policyholders. These loans are accommodations to 
policyholders and have enabled policyholders to meet 
emergencies. There is no security safer than a Policy 
Loan because the security is the cash value of the policy 
itself. 


2.65% of the Company’s assets are in Home Office prop- 
erty rented to good paying tenants and yielding 412% 
income on the net book value. Other Real Estate owned 
by the Company is only 6.71% of the total assets. 


$2,529,145.83 Capital, Asset Fluctuation Fund, and Un- 
assigned Surplus for the protection of policyholders. 
This amount is 7.12% of all the Liabilities exclusive of 
Capital Stock. 


For an Agency Contract, write to John H. Evans, Vice President 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


Cincinnati, Ohio 
T. W. Appleby, President 
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Annuities with 
High Rate of Return 


Our annuity rates are such as to provide an 
unusually attractive investment for those inter- 
ested in either an immediate annuity without re- 
fund or a guaranteed period immediate annuity. 
It will pay you to secure definite rates on Secur- 
Write Home Office or 


ity Mutual annuities. 


call at any agency office. 


ecurity Miutual Life 
Insurance Company 


BINGHAMTON, N.Y. 














Not how Big but how Good 
Country Life Insurance 
Company’s Measure 


Began to write business 1929—February Ist. 

Writing in Illinois alone we produced and have in force 
FIFTY-FIVE MILLION. 

We have written all of our business with our own agency 
force. 

Our renewal expense per thousand has been low, and is. 
now $2.35. 

Our lapse in 1933 was 7.92%. 

Our mortality in 1933 was 28.8%. 

We have made a gain in force every month since we 
started. 

Our net cost is as low as any, and our aim is to make it 
lower. 

Our progress is due to our desire to make Country Life 
Insurance Company a model legal reserve Company. 

February was another Million and a Half month, putting 
1934 in the way to the goal of SIXTEEN MILLION new paid, 
and TWELVE MILLION gain that we have set for this 
Company. 


L. A. Williams, General Manager 


COUNTRY LIFE INSURANCE CO. 


608 South Dearborn Street 
Chicago, Illinois 
































NEWS OF THE COMPANIES 








Asks Liquidation of Company 





Illinois Insurance Department Issues Its 
Report on the General Life of 
Chicago 





The Illinois department has issued a 
report of the examination of the Gen- 
eral Life of Chicago, an assessment 
company. Insurance Director Palmer 
declares that its affairs are deemed to 
be subject to the provisions of the 
liquidation act for the following rea- 
sons: 

1. Its total liabilities exceed its total 
assets by $4,673 as of Nov. 30, 1933, as 
reflected from the report even though 
a 100 percent lien had been placed 
against the policy reserves. 

2. The company does not have suffi- 
cient cash or liquid assets to meet its 
outstanding claims as well as other ob- 
ligations. 

3. The company’s maximum net re- 
tention on individual risks is in excess 
of $1,000 in violation of section 12 of 
the Illinois assessment act of 1927. 

4. The number of policyholders does 
not meet with the requirement for the 
organization of a company. 


Moved Office to Chicago 


Its office is at 28 East Jackson boule- 
vard, Chicago. It was organized Dec. 
10, 1928, under the Illinois assessment 
act of 1893 with principal office at 
Springfield. On Jan. 22, 1929, the de- 
partment approved an amendment to 
the charter, permitting it to come under 
the Illinois assessment act of 1927. On 
Oct. 10, 1931, the principal office was 
moved from Springfield to Chicago. The 
income was $4,355 for the first 11 
months of the year. The financial state- 
ment is of Dec. 1. The disbursements 
were $4,077. The assets were $4,297 
and the liabilities $8,971, showing an 
impairment therefore of $4,673. It had 
insurance in force $274,923. M. D. John- 
son is president with a salary of $100 a 
month. The examiners say there has 
been a continuous impairment existing 
since Feb. 11, 1932. The directors passed 
a resolution Sept. 12 last, levying an as- 
sessment of $26 additional on each 
$1,000. A guarantee fund of $15,000 
has been authorized by the board but 
at the time of the examination only 200 
shares were issued representing $5,000. 


Gibraltar Life & Accident 
Merged With Colorado Life 


DENVER, March 8—The Gibraltar 
Life & Accident of this city has been 
merged with the Colorado Life, J. M. 
Campbell, president of both companies, 
announces. The merged companies will 
be known as the Colorado Life, but the 
charter of the Gibraltar will be used, as 
its provisions are broader than the one 
formerly used by the Colorado Life. The 
management of both companies has 
been identical for a number of years, 
so that the change is a matter of form 
only. The Gibraltar’s life business had 
been reinsured with the Colorado Life 
prior to the merger. 

For some time these companies have 
been licensed to write life, accident and 
health business in Arizona, Arkansas, 
Colorado, Missouri, Nebraska, New 
Mexico, South Dakota and Texas, and 
were recently admitted to California, 
Idaho, Iowa, Kansas, North Dakota, 
Oklahoma, Oregon, Tennessee, Utah, 
Washington and Wyoming. 

R. W. Wilson is appointed Pacific 
Coast manager with headquarters in Los 
Angeles and will have charge of agency 
organization work for the accident and 
health department as well as life busi- 
ness. He was agency organizer of the 
Occidental Life of California for 20 
years. This appointment indicates the 
Colorado Life has abandoned, in part at 
















































least, its policy of conducting all agey 
supervision direct from the home offg 


Kansas Life Officials 


Miss M. E. Jones, formerly secretary 
treasurer of the Kansas Life, until , 
cently the Guaranteed Securities Life 
Topeka, has retired from the organ; 
tion. T. C. Mueller has been elected; 
fill her place. B. F. Dingman is preg 
dent; H. T. Fisher, vice-president ay) 
general counsel, and H. H. Cecil, vig 
president and agency manager. The lz 
ter was formerly with the Metropolit 
Life and later was state agent for ti 
Lincoln National. 


Davis Made Director 


O. F. Davis, assistant agency dire 
tor of the Abraham Lincoln Life, hy 
been elected a director of that compay 
to fill the vacancy caused by the deat 
of A. L. Hereford. 

Mr. Davis started his insurance care 
in 1921 as an agent in the company’s a 
cident and health department. He mat 
an outstanding record as a salesman anf 
for several years ranked first in eve 
contest that was conducted. He w: 
made assistant agency director Sept. 
1925. His primary interest has alway 
been in accident and health insurance 
rae he is especially well known in tha 

eld. 


Great-West Life Promotions 


The Great-West Life announces tht 
promotion of H. P. Dexter, chief a 
countant, to personnel officer. In at 
dition to his duties in regard to plan 
ning and personnel he will assume mort 
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definite charge of matters pertaining to I 
purchasing and the head office building aa 
George Aitken has been appointed Ohio | 
chief accountant. mer ik 
Head and Souers on Tour Powe 
W. W. Head, president, and S. WM liamsp 
Souers, vice-president of the Generd 
American Life, are touring the south 
west and western states on an inspec p E 
tion tour. Special agency meetings wil of the 
be held in El Paso, Texas; Los Angeli jceq 
and San Francisco. agent 
New Orleans Business Good . 
NEW ORLEANS, March 8.—W. & LI 
Wills, president of the National Life 4 on 
Accident, while here to attend confer ce as 
ences with agents, said that business ! CA 
New Orleans is improving fast, as ti 
flected in the increased volume of bus —t 
ness of his company here. He said thé to ‘. 
company has a premium income of $650, oe . 
000 from New Orleans. The volume 0 it Che 
January and February business of th vith a 
company in New Orleans is the great V 7 
est the company has enjoyed in this ct “a x 
in more than 30 years. resent; 
North American of Canada § "* Lo 
Following the retirement of C. W 
Strathy as treasurer of the North Amer 
ican Life of Toronto, M. A. Bradshaw 4. ) 
has been made treasurer, and H. G. ATHH Prudey 
dagh and J. T. Bryden, assistant teas 1933, 
urers. J. F. Wells has been appoiteG™ Manag 
registrar. re 
, SER , ustrig 
American Bankers Figures fichig 
The American Bankers of Jackson “veay 
ville, Ill., in its new annual statemenigy ‘orce | 
shows assets $5,121,288 of which $2,093 "g to 
020 are in stocks and bonds, $977.16 
policy loans, $770,146 mortgage loam 
$1,021,040 home office building am Th 
other real estate. The capital is ae tablish 
000 and its net surplus $51,781. Its with } 
insurance in force is $29,394,579. i te F 
paid living policyholders last year $634, Muty 
028 and death claims $201,355. In ~ vill ¢ 
dition to the regular legal reserve tt ae ( 
aside $363,791 as an additional reser 
During the five depression ane id 
American Bankers has paid policy? R. ( 






ers $4,678,7730. 
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LIFE AGENCY CHANGES 
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7. C. Yates, supervisor in the Chi- 
ago branch of the Union Central for 
sore than two years, has been appointed 


sident aff anager in St. Paul, to succeed the late 
ecil, vied J. Edlund, who died recently. Mr. 
| The la ‘ates has assumed his duties in the 
etropolita bgency, which has office in the Pioneer 


nt for tai uilding. Pd 
He started in life insurance as agency 


organizer for the Northwestern National 


tor Life in and about Minneapolis. Then 
cy diredmie moved to Los Angeles, engaging in 
Life, hagmreal estate, and later being in that busi- 
t companmness in Chicago. He went with the 
the degifmUnion Central in Chicago as agent in 
1927. 
ince care Mr. Yates has been active in the Life 
ipany’s afmAgency Supervisors Association of Chi- 
He maigmcago, of which he had been secretary. 
esman an During the annual convention of the Na- 
t in evermtional Association of Life Underwriters 
He wagmin Chicago, he addressed the agency su- 
or Sept. Mpervisors’ division on sales ideas for new 
1as alwaysmagents. 





insuraned 


wn in the W. Ashley Gray 


W. Ashley Gray, who recently re- 
signed as St. Louis manager of the 
Guardian Life, has opened offices at 
1116 Mississippi Valley Trust building 
and will write all forms of life insur- 
ane and annuities for several com- 
panies. 


otions 


yunces the 

chief ac 
-- In ad 
1 to plan 
ume mort 
taining to 
e building 





H. C. Calway, P. E. Bailey 


New general agents appointed by the 
Ohio State Life are H. C. Calway, for- 
mer manager of the policyholders serv- 
ie department of the Peoria Life, at 


appointed 








Tour ora, Il, and Paul E. Bailey, Wil- 
nd S. Wiliamsport, Pa. 
e Genera 
the south F. E. Pence 
an inspe" F. E. Pence, assistant general a 
; , gent 

. a of the Aetna Life at Topeka, is trans- 

fered to Oklahoma City as general 

agent for the state. 
oe R Southeastern Life Appointments 
al Life Ml: D. Young has been appointed gen- 
id confergm al agent of the Southeastern Life of 
usineat Greenville, S. C., at Greenwood, S. C. 
ist, as te A. Owen has taken the general 
e of busigm Sency at Cuthbert, Ga. Several years 
e said tha ° he represented the company in| 
e of $6504m rida. W. E. Knepley has taken the 
volume of™ “Titory at Norfolk, Va. He has been 
ss of tha “Charleston, S. C., for several months 
the great “y the J. A. Tuten general agency. 
n this cit V.E. Clifton has moved from Lumber- 


on, N. C., to Sumter, S. C., and is rep- 
eating the Southeastern Life through 
nada the Long Life Agency of Florence, S. C. 





of C. W. 
rth yes A. N. Rosati 
Lge Ar Ra N. Rosati, leading producer of the 












a rntal ordinary agency in Detroit in 
i 3, has been appointed assistant to 
Manager F, L, Klingbeil. Mr. Rosati 
reed an exceptional record in the in- 
fo! field for four years, joining the 
cectigan Life in 1928. For five con- 
jtutive years he led its. entire agency 
tce in volume of production, resign- 


ant treas 
appointed 


gures 


Jackson 
statemen! 








~h $2,095, Mg to join ial i 

ort J Prudential in January, 1933. 
1 

ting atl Howard Tayler 

| is $100 ante Fidelity Mutual Life has re-es- 
‘blished a branch in St. Paul, Minn., 
4,579. Hg Howard Tayler, for 10 years with 
ear $634 © Eliason agency of the Minnesota 
: I ee Life, as manager. The agency 
rve it set “ll cover southeastern Minnesota. 

1 reserve 

ears the 

yeyhold R. G. Thompson 






Aes G. Thompson has been appointed 
8ticy supervisor for the Massachusetts 








Protective companies and the Paul Re- 
vere Life for Central Indiana. For 
seven years he has been district repre- 
sentative of those companies with head- 
quarters at Marion, Ind. He will retain 
his offices there. 


Ralph W. Cooley 


Ralph W. Cooley, who has for sev- 
eral years operated in Providence, R. I., 
as an independent broker, has been ap- 
pointed manager for the Fidelity Mu- 
tual Life. J. Alfred Tougas has been 
appointed unit manager. Mr. Cooley 
entered the field in 1912 with the Trav- 
elers, for which he was _ successively 
agent, assistant manager of branch of- 
fices and state manager for Connecticut, 
in Hartford. Between 1919 and 1926 he 
was with the Aetna Life, first as man- 
ager and then as general agent. In 
1928 Mr. Cooley became agent and later 
general agent for the Union Central, 
becoming an independent broker in 1931. 
Mr. Tougas has been with the Fidelity 
Mutual for ten years. 





B. H. Wayne 


. H. Wayne, special agent of the 
Prudential, has been appointed assistant 
manager of the Salt Lake City branch, 
which covers Utah, Idaho and western 
Wyoming. 





F. D. Addis 


F. D. Addis, San Diego manager of 
the Northern Life, has been transferred 
to Oakland, Calif., as branch manager, 
succeeding G. E. Archambeault, re- 
signed. Mr. Addis has represented the 
company at San Diego for nine years 
and has an exceptional record as a pro- 
ducer. ; 





R. E. Thompson 


R. E. Thompson has been appointed 
general agent for northern Colorado by 
the American National of Texas with 
Denver headquarters. He was special 
representative of the American Con- 
servation Co. for five years and was 
also field supervisor in Colorado and 
Wyoming for the Brotherhood of 
American Yeomen of Des Moines. 





E. J. Cross 


E. J. Cross has started his new duties 
with the W. L. Boyce agency of the 
Equitable Life of New York in Syra- 
cuse as production manager. Mr. Cross 
recently returned from New England, 
where he had been sent by the U. S. 
Rubber Co. on a special sales promo- 
tion assignment. Prior to this transfer 
to Boston, he has been for. the past 13 
years district manager of tire sales for 
the U. S. Rubber Co. 





J. J. Schiffner 


J. J. Schiffner, for 10 years manager 
of the New World Life in Spokane, 
Wash., has resigned effective April 1. 
He has served as president of the Spo- 
kane Life Underwriters Association and 
the Spokane Life Managers Cluh. 





F. J. McCaslin 


F. J. McCaslin, Kansas City general 
agent of the General American Life and 
for a number of years general agent 
there of the Missouri State Life, has re- 
signed. 





Life Agency Notes 


The Massachusetts Mutual Life has ap- 
pointed W. G. Fargo and P. H. Rice, 


doing business as Fargo & Rice, district 
managers at Augusta, Ga. 

Myron Hoyt, for the past two and one- 
half years a personal producer in the 
Equitable Life agency of Fitzhugh Tray- 
ler in Boston, has taken up his duties 
as a new unit manager in that agency. 





STABILITY--- PERRORMANCE 


Fundamental in the measurement of insurance efficiency 
are just two factors—Stability: and Performance. 


Steady increases in volume of aggregate assets, year 
by year, testify to the solid basis upon which is built 
Pacific Mutual Stability. 


Substantial disbursements to policyholders, year by year, 
tell an action story of Pacific Mutual Performance. 


To scan Pacific Mutual's record of Stability and Per- 
formance since 1929 is to forget that economic poverty 
has ravaged the world for five long years. 


pin Disbursements 
— to Policyholders 
1929 ....$162,286,365 ee $18,910,217 . 
1930 177,672,731 ee 22,310,786 
1931 190,323,808 , a 24,944,864 
1932 193,913,904 , a 29,515,967 
1933 198,207,143 aoe 28,280,581 
Founded 1868 
acitic Mutual Lite 
Insurance Company aaron 
GEORGE 1.COCHRAN, pnesivent 
Home Office Los Angeles, California 





























"THE FEDERAL UNION Lire INSURANCE COMPANY 
HOME OFFICE: CINCINNATI, OHIO 

FRANK M. PETERS, President 
Financial Condition December 31, 1933 


ADMITTED ASSETS 
First Mortgage Loans...... $1,602,717.12 


Real Estate 


1,343,979.19 


Including Home Office Property. 


Cash in Banks and Offices, 
United States Government, 
Municipal and First Mort- 
gage Real Estate Bonds.. 
Bonds carried at amortized 
value Dec. 31, 1933. 

Loans to Policyholders...... 
Fully secured by Legal Re- 
serve on their policies. 

Premiums in Course of Col- 
lection, and Deferred In- 
stalments of Current 
Year’s Premiums 

Interest and Rents Due and 
Accrued December 31, 1933 

Market Value of Real Estate 
over Book Value 

Market Value of Farm Prod- 
ucts Owned December 31, 
pT RE Se eye 

Due from other Insurance 
Companies’ Fire Insurance 


eee eeee 


Premiums Paid in Ad- 
vance, etc. ........--+-0-- 
Accounts Receivable and 


Agents’ Balances, 


187,537.18 


693,811.49 


195,912.16 
188,017.93 
51,795.98 


52,782.00 


12,877.06 


$135,564.22....... Not included in assets 


Office Furniture, Equipment 
and Supplies 
Inventoried at 
mately $17,000. 


approxi- 


Not included in assets 





$4,329,430.11 
The excess insurance under all policies issued for larger amounts than the 
Company’s stipulated retention is reinsured in other authorized companies 


Admitted Legal 
Assets Reserve 


$4,329,430.11 $3,287,892.00 


Surplus to 
Policyholders 


CHURCH E. BROTTON, Secretary 


LIABILITIES 
Legal Reserves to Protect al 
Outstanding Policies 
Computed by Ohio Insur- 
ance Department. 
Extra Reserve for Disability 
and Double Accident Bene- 


MR < nat adeves dade twdes des 7,753.81 

Reserve for Total and Per- 
manent Benefits ......... 38,512.09 
Not yet due. 

Reserve for Payments under 
Supplementary Contracts.. 49,595.17 
Not yet due. 

Reserve for Surrender Values 
on Canceled Policies...... 16,069.06 

Policy Claims Reported 
(Proofs not completed)... 35,903.00 

Amounts Left with Company 
SS eee 16,124.16 

Premiums Paid in Advance 37,036.11 

Reserve for Taxes payable in 
1934, Interest and Premiums 
paid in advance, Tempo- 
rary Loans, and all other 
Ra on ioe eiside neces 439,922.82 

Contingent Reserve for Fluc- 
tuation of Investments.... 35,372.21 

Capital ($250,000.00) and Sur- 

lus ($115,249.68) ........ 365,249.68 
For additional protection 
of policyholders. 
$4,329,430.11 
Premium Policies Insurance 
Income in Force in Force 
$934,625.73 156,103 $34,845,285 


TOTAL PAYMENTS TO LIVING POLICYHOLDERS 
AND BENEFICIARIES OF DECEASED, SINCE ORGANIZATION, 


AND AMOUNT NOW 
FULFILLMENT OF 


ELD IN 


H RESERVE 
ALL OUTSTANDING 


TO GUARANTEE THE 
POLICY OBLIGATIONS 


$9,244,536.50 
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Companies’ Annual Statements 





In his annual message to the Lincoln 
National Life policyholders, A. F. Hall, 
president, called attention to the fact 
that during the past four years through 
its natural growth and the acquisition 
of the business of other companies it 
increased its assets more than $44,000,- 
000 and its insurance in force more than 
$75,000,000 while paying to policyhold- 
ers in cash more than $57,000,000. Dur- 
ing 1933 income exceeded disbursements 
by $12,580,000 and assets in 1933 in- 
creased $29,000,000. Insurance in force 
at the close of last year stood at $887,- 
000,000. Assets are $114,046,441.95 and 
surplus to protect policyholders $6,676,- 
986.77. Cash in bank and readily mar- 
ketable securities stood at more than 
$8,000,000. A note of general improve- 
ment has been noted in the volume of 
new business written. As far back as 
last October writing of regular new 
business had increased 30% over Oc- 
tober, 1932. Regular new business for 
January, 1934, was 43% over the same 
month last year. February regular new 
business paid for was more than 30% 
ahead of February, 1933. 

*x * x 


SERVICE LIFE OF OMAHA 


The Service Life of Omaha through 
President John A. Farber has issued its 
annual statement showing assets $5,- 
221,485 of which 28.38 percent is mort- 
gages, 24.54 policy loans, state and mu- 
nicipal bonds and warrants 28.78, 2.45 
real estate, 1.66 cash, 3.38 federal bonds. 
The policyholders’ surplus is $546,049. 
The Service Life has no borrowed 
money and has $116.79 in assets for 
each $100 of liability. It earned 4.6 
percent on its investments. Its mortal- 
ity was 43.4 percent. It has $28,030,000 
insurance in force. 


* * * 
LAFAYETTE LIFE 


The LaFayette Life in its new annual 
statement shows insurance in force $25,- 
160,858. This is an old line mutual 
legal reserve company held in high re- 
pute. Its assets are $6,238,423, well di- 
versified. Its surplus is $192,529. The 
LaFayette Life has not had to borrow 
any money. It has paid all its obliga- 
tions when due without sacrificing its 
invested assets or drawing on its con- 


tingent reserve. It puts up $175,000 for 

mortality and investment fluctuation, 

$132,761 for depreciation in real estate. 
* 


FEDERAL UNION LIFE 


The Federal Union Life of Cincin- 
nati has issued its new annual statement 
showing assets $4,329,430 of which $1,- 
602,717 are mortgages, $1,343,979 real 
estate, $187,537 cash and bonds, $693,811 
policy loans. Its capital is $250,000 and 
its net surplus $115,250. It carries an 
investment fluctuation reserve of $35,- 
372. Its premium income last year was 
$934,626 and its insurance in force $34,- 
845,285. Its mortality improved 13 per- 
cent over the year previous. Its new 
business was $13,261,381. Its total in- 
come was $1,241,688 and disbursements 
$1,199,568. 

*x* k x 
NORTH AMERICAN LIFE 


After writing off temporarily nearly 
three-quarters of a million of “frozen” 
investments, thus having a non-admitted 
assets item totaling $838,844, the North 
American Life made a creditable state- 
ment for 1933. First mortgage loans 
have turned out not so badly, in spite 
of the company taking over many prop- 
erties. After expending large sums in 
keeping taxes paid up, making repairs, 
etc., the company had upwards of $15,- 
000 revenue from these properties re- 
maining. The 1933 statement shows: 
Assets $13,474,854, cash $383,286, bonds 
$2,567,001, stocks none, collateral loans 
none, first mortgage loans $5,174,629, 
policy loans and premium notes $3,029,- 
512, real estate $2,116,015, interest and 
rents due and accrued $594,350, pre- 
miums in course of colection $272,048, 
other assets $176,856. Liabilities are: 
Policy reserves $10,665,863, additional 
reserves $233,153, premiums and _ inter- 
est paid in advance $70,041, death claims 
due and unpaid none, policy claims $52,- 
270, reserve for taxes $63,857, for other 
liabilities $498,554, capital stock $1,250,- 
000, surplus and contingent funds $641,- 
114, policyholders’ surplus $1,891,114. 
Ratio of assets to liabilities was set at 
116.33 percent. Insurance in force Dec. 
31, $63,119,400, total payments to pol- 
icyholders since organization $16,510,- 
951. Premium income last year was 





$1,575,000. 








As SEEN FROM CHICAGO 





CODE OF ETHICS IS SIGNED 


Signatures representing practically 
100 percent approval of the code of 
ethics adopted recently by the general 
agents’ and managers’ division of the 
Chicago Association of Life Underwrit- 
ers have been secured, according to 
Chairman E. B. Dudley of the division, 
who is Chicago branch life department 
manager of the Travelers. Mr. Dudley 
says the resolution has done a great 
deal to clear the air. It is putting Chi- 
cago life insurance people on their toes. 
A committee of which Mr. Dudley is 
chairman ex-officio and W. M. Houze, 
general agent John Hancock, Chicago, 
is chairman, is administering the code. 
The other members of the committee 
are, John H. Dingle of Bokum & Din- 
gle, general agents Massachusetts Mu- 
tudl;.-Marc A. Law, general agent Na- 
tional of Vermont; E. B. Thurman, 
general agent New. England Mutual, 
and F. H. Haviland, manager Connecti- 
cut General. The committee is receiv- 
ing and investigating any complaints of 
infringement. of the code, and, Mr. Dud- 
ley says, is finding out a great deal 
about the real competitive situation in 
Chicago. The code of ethics idea has 
been adopted widely since the Chicago 
association’s action. The Detroit and 


Indianapolis associations adopted codes 
similar in intent, the Denver associa- 





tion will consider one at the next meet- 





ing, and a code also is being considered 
in New York City. 
* * * 
JOIN THURMAN AGENCY 


C. P. Blachly, who has been an as- 
sistant manager of the Equitable Life 
of New York in Chicago, and H. R. 
Goldbacher, an established personal pro- 
ducer for the Equitable in Chicago, have 
gone with the E. B. Thurman general 
agency of the New England Mutual in 
Chicago. 

ie soe 
J. J. LAMONT IS HONORED 


J. J. Lamont, agency director of the 
Boyle & Boyle Minnesota Mutual gen- 
eral agency in Chicago, has been elected 
second vice-president of the company’s 
Randall Club because of his high cash 
renewal ratio of 85.6 percent last year 
on 1932 business. 


Redfield & McGurk Meeting 


Two officials of the Mutual Benefit 
Health & Accident, Omaha, attended a 
meeting of the Indianapolis office of 
Redfield & McGurk, managers for that 
company and the United Benefit Life, 
initiating a 13 weeks’ campaign. Sixty 
agents were present. The home office 
men were E. D. McKim, agency direc- 
tor, and D. M. Brovan, agency super- 
visor: of the life company. The Indiana 
department was represented by two 









deputies who spoke. The Redfield & 
McGurk agents pledged 1,200 accident 
and health applications in the period and 
approximately $500,000 of life insurance. 

Redfield, manager Chicago office, 
and John McGurk, manager at Indian- 
apolis, were in charge. 


Effect of the Municipal 
Bankruptcy Bill Is Cited 


WASHINGTON, March 8.—Enact- 
ment of pending legislation for the re- 
lief of municipalities and other political 
subdivisions through amendment of the 
bankruptcy act may cost investors, in- 
cluding insurance companies, and sol- 
vent municipalities millions of dollars, 
according to a report of opposing mem- 
bers of the senate judiciary committee. 

Municipal securities, it is pointed out, 
have always been considered gilt-edged 
investments and ‘have been purchased by 
insurance companies and trustees for 
many years. Under the legislation, po- 
litical subdivisions unable to meet their 
indebtedness, may file petitions in bank- 
ruptcy courts stating that the taxing 
district is insolvent and is desirous of 
effecting a plan of readjustment upon 
the basis of capacity to pay. If such a 
plan is approved, it was pointed out, the 
indebtedness might be materially scaled 
down at the expense of the investors. 





Supplementary Contract 
Is Growing in Popularity 





_ NEW YORK, March 8.—The rapid 
increase in the proportion of optional 
settlements in death claims and in poli- 
cies in force was noted by Second Vice- 
President W. B. Parsons of the Equit- 
able Life of New York at that com- 
pany’s recent managerial conference. 
During the past five years, Mr. Parsons 
said, death claim settlements made on 
some form of supplementary contract 
have increased in volume from 12 per- 
cent of the total death claims to 19 per- 
cent, an increase of 58.25 percent dur- 
ing the period. The 1933 figure was 
more than $11,000,000. 

During 1933 12,000 cases involving 
27,000 policies were submitted to the 
home office for drafting beneficiary 
clauses to effect income settlements. 
Many of these changes, Mr. Parsons 
stated, are due to policyholders changing 
from insurance trusts to the settlement 
option basis. 


Mutual Life Springfield Meet 


The Springfield, Ill, agency of the 

Mutual Life of New York, which covers 
46 counties in central Illinois, held its 
annual meeting there with about 50 in 
attendance. John L. Taylor, manager, 
reported a successful year in 1933, with 
20 percent increase over 1932. The last 
quarter of 1933 showed 45 percent in- 
crease over the corresponding period of 
the previous year. 
_ Wil Taylor, secretary of the Frank- 
lin Life, speaking at the luncheon, gave 
some life insurance thoughts resulting 
from his trip abroad. Michael Eckstein, 
attorney, was the dinner speaker on 
“Why Life Insurance?” 

Officers of the Springfield Agency 
Field Club are: President, B. 
Brown, Jacksonville; vice-president, O. 
A. Seifert, Quincy; secretary-treasurer, 
C. W. Bennett, Springfield. 


Federal Life Kansas City Meet 


The Federal Life held a two-day re- 
gional sales meeting in Kansas City at- 
tended by about 25 agents from southern 
Illinois, Missouri and Kansas. George 
Barmore, vice-president and _ superin- 
tendent of agencies, was in charge. A. 
H. Nelson, Kansas City general agent, 
was host. 





“Life Insurance,” by Maclean, new 1929 
edition, is a treatment of -the principles 
and functions of life insurance by. an 
actuary thoroughly imbued -in: the field 
man’s point of view. Price, $4. Order 





Resigns Pacific Mutual 
Home Office Agency Post 
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WALTER G. GASTIL 


Walter G. Gastil, well known through- 
out the Pacific Coast field, has resigned 
as sales manager of the home office 
agency of the Pacific Mutual Life, to 
take effect within 90 days, and plans to 
build up an organization of his own. 

Mr. Gastil entered life insurance asa 

personal producer in San Diego with 
the Pacific Mutual in 1925. He was 
made district manager there of the 
home office agency and built up a sub- 
stantial organization, taking in Imperial 
county, Long Beach and San Pedro ter- 
ritory. He was then made manager of 
the company’s Oakland branch, where 
in four years the business was increased 
almost 500 percent. For the past two 
and a half years he has held the sales 
management position in the company’s 
most important agency, which has some 
200 agents. 
He was a speaker at the annual meet- 
ing of the National Association of Life 
Underwriters in San Francisco in 1932 
and has also appeared at many other 
association and agency meetings. 


Reliance Life Has 
Review of Year 


The Reliance Life gives a review 0 
applications for the last year by num- 
ber, volume and average. It lists 1 
classifications which have appeared ™ 
the analysis each month. From these 
classes the company secured 8,201 ap- 
plications for $23,586,199 insurance or 4 
percent of the sales and 52 percent o 
the volume. The review for the year 5 














as follows: 
Classification Apps. Volume Av8é- 
1. Executives and sry 
MAHAGOTS ...0. 644 $6,151,078 $9,59 
. Salesmen and is 56d 
saleswomen ...1,108 2,840,788 2,5 
3. oe clerks 
an stenogra- “ 
GHOTR® '.1..6 00 50 1,354 2,418,988 1,787 
4. Housewives ...1,734 2,350,264 1,390 
5. Farmers, plant- 064 
ers, ranchers... 826 1,705,222 2, Hh 
6. Attorneys ..... 08 1,442,588 pee 
7. Insurance ..... 308 1,442,588 tT 
7. Insurance agts. 393 1,416,958 3,609 
8. Physicians and 272 1,189,320 4.373 
surgeons ...... 189, 10 ae 
9. Merchants .... 272 1,160,164 4,26° 
10. Accountants and _ 9.687 
+ pape peg «ag 363 975,299 4 
- Factor em- ae 
ployes leet 442 680,907 1,542 
12. Printing, pu b- 
Ltn adver- 
vertisin em- - 
sieves to... .% 252 634,383 2,51! 
13. Drug +0 own- 
ers and em- 
ET 233 620,240 2,662 
National Fidelity Conference 
General agents of the National Fidel- 


March 5 t0 


: : : m 
ity Life met in Kansas City sie. 


outline sales plan for the next qu 





from The National Underwriter. 








About 20 attended. 
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No Stand as to Annuity Tax 








Directors of Detroit Association Take 
“Hands Off” Attitude—Give Reasons 
for Position 














DETROIT, March 8.—The proposed 
tax on annuities was discussed at a di- 
rectors’ meeting of the Qualified Life 
Underwriters. The directors decided 
against taking a stand opposing the tax 
measure on these grounds: ‘That the 
comparative silence of the Life Presi- 
dents Association on this matter is sig- 
nificant; that because of the involved 
nature of the problem it can be better 
tested through the courts than the legis- 
lative chambers; that the proposed tax 
affects but a small portion of the busi- 
ness as a whole; that such a law is now 
in effect in several states; that the av- 
erage policyholder would be called upon 
to pay but little tax as the measure 
now stands, and that if the measure 
were passed and a sales tax were to be 
substituted for the income tax, the an- 
nuity tax would be automatically ad- 







































through- jm iusted. 
resiaia A drive for the largest week’s pro- 
1e office A duction in the past three years will be 
Life, to a feature of financial independence week 
plans to here. It will open with a breakfast 
on March 19, sponsored by the Qualified 
nce asa Life Underwriters, at which the com- 
go with | mittee hopes to have at least 1,500 un- 
He was im (etwriters, members and non-members. 
of the |e Frank H. Davis, vice-president Penn 
> a sub- Mutual Life, will speak on “Today’s 
Imperial [| Opportunities.” 
dro ter- Plans to reach luncheon and civic 
iager of J ganizations throughout the city by 
, where Mm Means of a corps of speakers recruited 
ncreased {tom the ranks of the Qualified Life 
ast two Underwriters have been completed by 
he sales | J.T. Peterson, general agent Berkshire 
mpany’s i Life and chairman of the public rela- 
as some jm tons committee. Three standard ad- 
dresses on various phases of the busi- 
al meet- MH "ess have been prepared, illustrated by 
of Life #2 Series of graphic charts that carry 
in 1932 the fundamental basis of the stories, 
y other Serving as a guide both for the speak- 
"" ers and the auditors. The educational 
drive will be continued throughout the 
———— @ Winter and spring. 
ie, ae 
7 ‘Life Insurance Under Code 
ear f 
or 60 Years, Keplar Says 
view 0! 
y num DES MOINES, March 8—J. M. 
lists 134 Aeplar, Elkhart, who has averaged 
ared in fm “early $500,000 a year for 12 years, ad- 
n these fm “essed the Des Moines Association of 
901 ap- jm “lle Underwriters on “There Is More 
se or 46 in You.” 
cent of Life insurance virtually has been op- 
year is ‘rating under a code for the last 60 
years,” Mr. Keplar said. “Insurance 
, Avge. fe “MMissioners approve our policy forms 
‘i and rates. They examine our securiti 
8 $9,551 and limit : Ya 
rx our investments to the safest 
5 2,564 elds. They have the right to examine 
our books at any time.” 
; 4187 _Under this supervision, he said, life 
1 1,355 emaace has grown to be the largest 
206 es soundest financial institution in the 
3 4,6 . 
at Be declared insurance never will 
5 3, _ the saturation point so long as 
4,373 /™ te are births, and children coming 
| 4,265 = adult age; so long as homes are 
968i “tablished and business men take on 
¢w responsibilities. 
1,541 
San Francisco Sponsors a 
2st Ten Weeks’ Training Course 
2,66 aan FRANCISCO, March 8.—Com- 
‘ wre & March 15, a ten weeks’ train- 
fe Course in practical life underwrit- 
Fidel- P. 's to be conducted by the San Fran- 
h 5 to sco Life Underwriters Association for 





its : ; 
Members. At the opening session, 





man of the educational committee will 
outline the course; J Klein, man- 
ager of the Metropolitan Life at Bur- 
lingame, will discuss “Life Underwrit- 
ing as a Profession’; and G. F. 
McKenna, Penn Mutual unit manager, 
will speak on “Where You Fit Into the 
Picture—Qualifications for the Work.” 

Sessions are to be held each Thurs- 
day evening at 7:30. Other speakers 
are: Power, Aetna Life, “Serv- 
ing Human Needs With Life Insur- 
ance;” J. E. Fitzgerald, Fidelity Mu- 
tual Life, “Prospecting—Who—Where 
—How;” J. F. Hamill, Equitable Life of 
New York, “Personal Organization— 
System and Time Control;” W. G. 
Eader, Pacific Mutual, “Policy Forms— 
Company Practices;” Frank W. Bland, 
THe NaTIONAL UNDERWRITER, “Entering 
Wedges—Approaches;” Edward Worth, 
Penn Mutual, “Presentations;” R. H. 
Mouser, Penn Mutual, “Objections— 
How to Handle Them;” Clifford Hen- 
derson, Prudential, “Income Services of 
Life Insurance;” Walter Williams, 
Travelers, “Annuities—What They Are 
—How to Use Them.” 


Roger Hull’s Itinerary 

Managing Director R. B. Hull of the 
National Association of Life Underwrit- 
ers will speak at 10 meetings in connec- 
tion with financial independence week. 
Beginning with a noon meeting at Syra- 
cuse, N. Y., March 15, he will address 
the Utica association that evening; 
March 16, noon meeting, Rochester, 
N. Y.; March 17, Cleveland Sales Con- 
gress; March 19, breakfast meeting, 
Pittsburgh; March 20, Wheeling, | 
Va.; March 21, Altoona, joint meeting 
of life underwriters association and lo- 
cal civic clubs; March 22, Cincinnati 
sales congress; March 23, noon, Youngs- 
town; evening, Warren, O. 

* * * 

Erie, Pa.—A number of notable speak- 
ers including C. Vivian Anderson, presi- 
dent National Association of Life Under- 
writers, are addressing the annual sales 
congress Friday of this week. Other 
speakers include Vincent Coffin, agency 
director Connecticut Mutual Life; Jay L. 
Lee, general agent Phoenix Mutual Life, 
and Paul Speicher, educationalist of In- 
dianapolis. Greetings will be brought 
by Lee D. Heminway, president Pennsyl- 
vania association. 

* * * 

Toledo.— The annual life. insurance 
sales congress for northwestern Ohio 
will. be held here March 17 under the 
auspices of the Toledo association. C. 
S$. Beck, Northwestern Mutual Life, is 
general chairman. Representatives of 
Lima, Fremont, Van Wert, Marion, San- 
dusky, Defiance and other nearby cities 
will attend. 

Se is 

Cleveland—Plans have been completed 
for the big sales congress of the Cleve- 
land association March 17. H. J. Cum- 
mings, vice-president Minnesota Mutual 
Life, will speak on “Three to One;” R. B. 
Hull, managing director National asso- 
ciation, “Industrial Recovery and Life 
Insurance,” and F. H. Davis, vice-presi- 
dent Penn Mutual Life, “Today’s Oppor- 
tunities.” 

The afternoon will be given over to 
group meetings. Wallace Watson, Bos- 
ton manager Phoenix Mutual, will lead 
a group discussion on “Effort and Time 
Control.” S. E. Martin, John Hancock, 
Columbus, will head a group on “Facing 
Our Problem for What It Is.” Maurice 
Cohill of the Edward A. Woods Agency, 
Pittsburgh, will lead a third group of 
“Dominating the Interview and Closing.” 

* * * 

Michigan—A new life underwriters as- 
sociation is being formed in Adrian, 
Mich., through the Michigan association. 
The organization was presided over by 
Clarence Yates, Ann Arbor, second vice- 
president of the state association. 
President J. A. Pino has launched a 
program of reviving several of the local 
underwriters’ organizations that have 
been inactive. The Pontiac association 
has resumed its regular monthly meet- 
ings and a revival meeting will be held 
by the Owosso association next week, 
with Mr. Pino as guest speaker. 





Harold Rose, West Coast Life, co-chair- 





Miss Marian H. McClench, Ann Arbor, 








Drifters 


from first one organization and 
one job to another organization 
and another job may gain much 
experience, but they endanger 
the morale of their more re- 
liable associates and leave be- 
hind only painful memories. 


“Birds of passage” are a detri- 
ment to the institution of life 
insurance and a source of con- 
stant trouble, dissatisfaction, 
and expense. The poor work- 
man quarrels with his tools and 
the inept salesman is quick to 
blame his lack of progress upon 
his company—blind to his per- 
sonal failure as against the suc- 
cess of others connected with 
the company that he forsakes. 





Stick to your company, as you 
expect it to stick to you, for 
“the place to make good is right 
where you are!” 


A\mericAN CENTRAL Lire 


INSURANCE COMPANY 
INDIANAPOLIS - - - - - - INDIANA 











Group Insurance Active 
Regardless of Business Conditions 


Of the approximately nine billions of 
group life insurance in force, over one- 
third of a billion was written in 1933. 
This production broke no records but in 
the face of business conditions it is sig- 
nificant and noteworthy. 


Group insurance must be doing its 
work well and it is worth while to rec- 
ommend it to every employer you can 
reach. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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The true story of a man who paid for $1,500,000 on 300 
lives in four “depression” years—starting green in a tough 
field unknown to him, and under unusually stiff handicaps. 


You will find it worth while. 


“There Are 
No 


Strangers” 


(Just off the press) 


MAGINE going into life insurance selling wholly inexperi- 

enced—in New York City at that—and paying for $1,500,000 
of business on 300 lives since March 30, 1930—“depression” 
years! Obviously, there isa world of genuine help and inspira- 
tion in such a record—set forth intimately and in detail in 
There Are No Strangers—acclaimed by critics as 


The Book of the Year 


Eric Wilson, the author, started out 
under greater handicaps than nine out 
of ten agents are ever called on to over- 
come. 


How he mastered obstacles—his meth- 
ods—his rebuffs, disappointments and 
ultimate successes — all make interest- 
ing, valuable reading for veterans as 
well as recruits everywhere. 


Even if you are already earning all the 
money you need, this book will be un- 
usually interesting. But if you are find- 
ing business hard to write and pay for, 
There Are No Strangers is a book you 
can’t afford to be without. 


General agents and managers will find 
a wealth of material in There Are No 
Strangers to help them help their men. 
It is full of sound ideas, usable plans, 
and solutions to problems facing all in- 
surance men today. 


Send for a copy today, now, and you 
can start applying Wilson’s tactics prof- 
itably in your own work right away. 


Mail NOW!—This ‘‘Money-Back’ 


SEE RMR RN RR RR EER ER AT AS NT RE SRNR A A TS A SE TEN SE 


for which please send me pre- 


Sr ee en 


MONEY BACK IF 
NOT SATISFIED 


There Are No Stran- 
gers will be sent to 
you promptly on re- 
ceipt of only $1.50 


paid 
at $1.50 each. 


(full purchase price). NAME..................... 
If you are not entirely 
satisfied with it, return : 
nage: ceo a within COMPANY .........:.04. 
10 days and your . 
money will be re- IR nc 55 5 os daar sis 
funded in full. Mail 

RRR he Piha ks do denh tees 


the coupon today, 
while it is in your 
mind. 


ERIC J. WILSON 


Starting March 30, 1930, 
Wilson closed 46 cases 
in the remaining nine 
months of that year 
with a total of $230,500. 
In 1931, he paid for 
$400,126 on 65 lives. 
The next year, 1932, he 
decided to concentrate 
on big buyers but lost 
considerable time — yet 
he sold $328,947 worth 
of insurance to 75 per- 
sons. Last year, 1933, 
Wilson paid for $450,- 
169 on 79 lives. And 
up to January 24, 1934, 
he has sold $58,000 
worth of business. Read 
the interesting details 
in this live, up-to-the- 
minute account. 











> Order Coupon 


copies of THERE ARE NO STRANGERS 
If not completely satisfied, I will return 
any or all copies undamaged within 10 days and be re- 
funded full purchase price paid. 


ji ct Oe ae 


To the National Underwriter Co. 
420 East Fourth St., Cincinnati 
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daughter of the late W. W. McClench, for 
many years president of the Massachu- 
setts Mutual Life, is making plans to 
organize a women’s unit of the Michigan 
association. Miss McClench is district 
agent for the Massachusetts Mutual. 


Palmer Witness 
in Peoria Case 





(CONTINUED FROM PAGE 3) 


filed in court Nov. 15 to consult with 
the directors of the Peoria Life. 

“Did you have more than one bill 
es Mr. McGrath inquired. 

iis es.” 

“Did you have one prepared in which 
you charged the officers of the company 
with criminality and the other charging 
the company with insolvency and did 
you tell them if they made no objec- 
tion you would file the one dealing 
solely with insolvency?” 

An objection by Mr. Kadyk was sus- 
tained. 

Making Company Solvent 


Mr. McGrath inquired whether an in- 
solvent company could be made solvent 
by reducing its liabilities below its as- 
sets. 

“IT don’t know of any mechanism to 
do it,” Mr. Palmer replied. “The busi- 
ness of an insolvent company, of course, 
could be sold to a solvent company.” 

“Assuming the policyholders would 
reduce their claims, put a lien upon the 
policies, wouldn’t that bring about solv- 
ency?” 

“If you could get the policyholders 
to reduce their claims, it could be done. 
It probably could be under a proper 
reinsurance contract with proper work- 
ing capital.” 

“Will you outline for the court the 
procedure followed in the Victory Life 
case.” 

“IT am not familiar with the details of 
the Victory Life case,” Mr. Palmer re- 
plied. “Records of the department will 
show what was done.” 


Under Palmer’s Regime 


“Tt was done while you were director 
of the department?” 

“V-e8, (sift; 

, yyinnd you don’t know anything about 
tt? 

“I didn’t say that. I said I didn’t 
know the details.” 

“I don’t want the details. Do you 
remember whether the new company 
was financed wholly out of the assets 
of the old?” 

“I remember there were some ele- 
ments of that but I don’t remember 
whether it was solely or not.” 

Under examination by Mr. Kadyk, 
Mr. Palmer said he had conferred the 
day before with George Shurtleff, co- 
receiver for the Peoria Life, appointed 
by Judge Niehaus, and Murray M. 
Baker, president of the Peoria Mutual. 

Mr. Shurtleff said the new mutual 
company could raise $200,000 guaran- 
tee capital and Mr. Baker concurred, 
Mr. Palmer said. They wanted to 
know then if he would let $800,000 be 
transferred from the Peoria Life assets 
to the new company to help finance it, 
he said, and he told them he did not 
believe he could. 


Can’t Take the Assets 


“It is your opinion that the new com- 
pany cannot take the assets of the old?” 
Mr. McGrath inquired. 

“Yes. That is a very important thing 
but there are other things in the con- 
tract that can never be approved so 
long as I am at the head of the de- 
partment.” 

Mr. Palmer declared he is not op- 
posed to mutual insurance companies 
and that of $100,000 insurance he car-. 
ries, $96,000 is in mutual companies. 

Summarizing his objections, Mr. Pal- 
mer said the new company cannot use 
the name of the Peoria Mutual Life un- 
less the Peoria Life is dissolved, noth- 
ing has been filed in the department to 
show the directors of the new company 
have been elected in accordance with. a 











statute requiring them to be subscrib. 
ers of guarantee capital, and $200,0H 
guarantee capital has not been «. 
posited with the insurance department 




















































U. S. Supreme Court Holds We 
Sunstroke Is Not Accident 
Spea 


(CONTINUED FROM PAGE 3) A 


that there was anything in the sun 
rays, the weather or other circumstances, 
external to the insured’s own body ani 














operating to produce the unanticipated DI 
injury, which was unknown or unfore. jm cont! 
seen by the insured. to tl 
“This distinction between accidentd fm ‘fort 
external means and accidental result has JM 48¢r 
been generally recognized and applic jm Life, 
where the stipulated liability is for in.j™ Chai 
jury resulting from accidental externd[/ Life, 
means,” the opinion continued, “and A: 
injury from sunstroke, when resulting MM agen 
from voluntary exposure by an insure jm busin 
to the sun’s rays, even though an acci-fm™ 15 pe 
dent, has been generally held not to have jm that | 
been caused by external accidental f@ ducer 
means.” coura 
In a dissenting opinion filed by Justice f™ talk, 
Cardozo, it was held that a cause doe m and | 
not cease to be violent and external be MM the s 
cause the insured has an idiosyncratic force 
condition of mind or body predisposing mainc 
him to injury, and that  sunstroke MM trol s 
although it may be a disease according fi cembe 
to the classification of physicians, is over | 
none the less of an accident. “When af Decer 
man has died in such a way that hifi Janua 
death is spoken of as an accident, he has The 
died because of an accident, and hence fi with 
by accidental means,” he declared. green 
— tion 
Present Economic Changes § “4. 
than 
Play Into Hands of Agent wut, ; 
hours 
; BB duce | 
Present economic changes are play- The 
ing into the hands of life agents, sail Mr. C 
C. McC. Heissenbuttel, Travelers, at the isles, 
New York Sales Congress. Gettin 
“With a decline in prices over thi 1, ag 
last two years, an assured has actually ,, op 
been in the same position as if he wettH 4 cont 
steadily purchasing additional life insu JM tho , 
ance, because the dollar to go to bil Thos. 
beneficiary would buy a great deal mort Macon 
than it would in 1929. His insurance 4,1, ; 
has been automatically increasing least 
value. Now the tables are reversed.” systen 
Mr. Heissenbuttel said the compulsory »., + 
saving feature of life insurance has 101M i939 
been sufficiently stressed. of Fe 


“Years ago a friend of mine in charge 
of publicity for one of the large New 
York banks claimed that the insurance 
companies were not emphasizing thi 
very important point. He explainei 
that, should we fail to make a savings 











bank deposit, the situation was unheedei Stat; 
as far as the bank was concerned. 01M tried { 
the other hand, if we were saving mont! MM financ; 
through insurance, we get a bill, at’ BM years, 
we know full well that the lapsing —% Massa 
one payment will destroy the plan.” some 
ee Suranc, 
at a ly 
cL. =F 

e x e agers 

Several prominent life men will speak pees 
at the dinner March 12, under the aus ic 


pices of the Detroit C. L. U. chaptet M 
with President R. E. Olmsted, genet Mai 







agent Penn Mutual, presiding. ; ruined 
Paul W. Cook, Mutual Benefit, Chr ee 
cago, will outline just what the dest he the 
has done for him and George said 
Lackey, Detroit, general agent ogre dl es 
chusetts Mutual and counsellor for t™ we i 
American College of Life Underwriter hte. Ss 
will talk on the benefits to be deriv? a 
by taking the course. c Cat” 
Five-minute talks will be given by 1 AE Ute v 
A. Macauley, state agent John * ge 
cock and president Qualified Life om 
derwriters; M. L. aris gener a, 
agent Northwestern utual; 7; 
Klingbeil, manager Prudential ordisa Coy 
agency; Mildred E. Ten Brook, sec ; LOs 
tary of the Detroit C. L. U. chante of Cowles 
D. Henderson, University of Micie BM the Pr 
extension division director, and Life 
Kennely, Equitable of New York. The f 
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oe Work Control Vital to Agent | 
cident 








Speakers Before Detroit Supervisors 
s 3) Association Tell Results Obtained 
ne sun in That Way 
stances, 
ne DETROIT, March 8.—Positive work 
unfore: control for the entire agency is the key 

to the stimulation of agents to better 
ecidental eforts, T. H. Tomlinson, assistant man- 
sult has Mae ager Bankers of Iowa, told the Detroit 
applied Life Insurance Supervisors Association. 
; for infge Chairman A. J. Hanson, New York 
externifam Life, presided. 
d, “and A survey of the Bankers Life Detroit 
resultinggm agency showed about 85 percent of the 
- insured fe business was being produced by about 
an acc: 15 percent of the agents. It was found 
t to have that the 15 percent who were good pro- 
ccidenta Mm ducers had many qualities in common— 

courage, a good, well-organized sales 
y Justice M talk, definite knowledge of the business 
use dosfm and good home conditions. Following 
ernal bem the survey 50 percent of the agency 
syncratic fm force was done away with and the re- 
lisposing jm mainder placed on a definite work con- 
instroke M™ trol system. The result was that De- 
ccording fm cember business increased 56 percent 
cians, isf™ over November; January 17 percent over 








‘When af December and February 8 percent over 
that his (i January. 
t, he has The main thing these days is to work 
id hencefi™ with the blue agent rather than the 
red. green agent, W. B. Collett, Jr., produc- 
tion manager Northwestern Mutual, 
ges said. Work control is much more vital 
aul than time control, Mr. Collett pointed 
gen out, since many agents who spend many 
hours in the field do not necessarily pro- 
<< a duce a large volume of business. 
nto ye! The Woodward agency, with which 
. a Mr. Collett is associated, uses a prospect 
, information card to excellent advantage. 
eae Getting the data for this card enables 
patios the agent to turn up something such as 
i a an option settlement to be adjusted or 
Rage contingent beneficiary to be designated 
y a that paves the way to another sale. 
ah aaa These cards are taken away from an 
nsuranea een, if he does not get the necessary 
asin data in a reasonable period of time. At 
reed” least partly as a result of following this 
mpuisor} ‘ystem, the Woodward agency in Janu- 
- has ae pt was 30 percent ahead of January, 
pr in February, 90 percent ahead 
a chatge ruary, 1933. 
rge New 
insurane Behan San Francisco Talk 
zing this ° ° ° 
expt Reviews Recent Difficulties 
a savings 
ort eatating that many general agents 
ned. ned to do a banking business in the 


ig mont! MM financing of their agents in the past few 


bill, and i J. C. Behan, vice-president 

apsing OM Massachusetts Mutual Life, reviewed 

lan. pre of the difficulties of the life in- 

—_— fm ‘ance business during the depression 

ata luncheon held in his honor by the 

an Francisco General Agents & Man- 

ie _ Association. He criticised the 

| end toward over-educational efforts in 

vill speak MM ny agencies and the wholesale ap- 

the aus PMtment of new men and women as 
chapter. agents, 

, general Rr a good producer has been 

; ined by too much education of life in- 

efit, Chr Pig facts and figures not essential 

e degree he the successful sale of life policies,” 

orge © said, 3 

t Masse He stated that indications in his trav- 


r for the tls about the country in the past few 





er writers weeks Point to a gradual and consistent 
> derive — in business stability. 

F Cqnordon Thomson, vice-president West 
en by & he st Life, appealed for support and 
hn Hat: tndance at the managers school of the 
Life Us aes Research Bureau at Santa Bar- 
gente starting June 4, 
heron manles Speaks at Los Angeles 
eet Cone ANGELES, March 8.—J. H. 
Michigat meso os Angeles general agent for 
d Is i Life ont Mutual Life, spoke to the 
ork. wm aNagers’ Club of Los Angeles on 








e ( 
Tst 90 days of a new man’s train- 





ing period.” He outlined the initial 
steps in education and training of new 
men, stressing the importance of close 
personal supervision. 

V. H. Jenkins, Occidental Life, vice- 
president in charge of production, told 
of the school in agency management 
that is to be given at Santa Barbara, 
Cal., in June by the Life Insurance 
Sales Research Bureau. 

Macauley in Cincinnati 

C. A. Macauley, Michigan state agent 
John Hancock and president of the 
Qualified Life Underwriters of Detroit, 
was the guest at a meeting of general 
agents and managers in Cincinnati to 
whom he outlined the “qualified” plan 
of operation, which has done much _ to 
raise the standards in the field in De- 
troit. The Cincinnati group is consid- 
ering adopting a similar plan for use in 
that city. 


Rollins San Antonio Speaker 


Dr. H. B. Rollins, medical director 
Connecticut Mutual Life, addressed the 
San Antonio (Tex.) Managers & Gen- 
eral Agents Club on the present trend 
in the methods employed in selecting 
risks by medical departments. He 
showed how the employment of the 
blood sugar test and the use of the 
electrocardiograph permit the writing of 
some who would have been rejected on 
tests formerly used. He also discussed 
the evils that have come from racket- 
eering methods employed by some doc- 
tors who have dishonored their profes- 
sion. 


Brown Des Moines Speaker 


C. E. Brown, Des Moines general 
agent Mutual Life of New York, ad- 
dressed the General Agents & Man- 
agers Club there on “Methods of Con- 
serving Old Organization and Securing 
New Organization.” 





Entertain Sales Congress Guests 


The Kansas City General Agents & 
Managers Club gave a stag dinner and 
party for out-of-town guests and speak- 
ers at the sales congress there. 

W. J. Smith, manager National Life of 
Vermont, spoke on agency organization 


to the Life Managers’ Association of 
Portland, Ore. 


Vincent Whitsitt’s Mother Dead 


NEW YORK, March 8.—Vincent P. 
Whitsitt, manager of the Life Presi- 
dents’ Association, has been called to 
Indianapolis by the death of his mother, 
Mrs. Martha H. Whitsitt. Mrs. Whit- 
sitt was the widow of the Rev. W. M. 
Whitsitt of the Methodist Church, who 
was widely known in Indiana for many 
years. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, S di 
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For 28 Years the Slogan 
has been 


“SAFETY AND SERVICE FIRST” 





1933 was no exception for us, for the Ohio 
State Life Insurance Company continued to make progress in 
financial strength, as shown by the increases in its Cash, U. S. Gov- 
ernment Bonds, Reserves for the Protection of Policyholders and 
Total Assets. This growth was maintained in the face of unfavor- 
able financial conditions, and is the result of the conservative finan- 
cial policy which has guided the Company throughout its 28 years 
of service to its policyholders. Every obligation has been promptly 
met without selling one of its bonds or borrowing a dollar. The 
Company owes no debts other than current bills and obligations 
provided for its own policies. "Safety and Service First" is our 
continuing pledge. 
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With this company background and a liberal contract, Oslico 
Representatives enjoy greater earnings. 
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THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


1 


F. L. BARNES 
Agency Vice President 


U. S. BRANDT 
President 
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PURE PROTECTION 


LIFE INSURANCE 


Is Not Expensive. Estimated Average Annual Cost 
Per $1000.00 Whole Life Policy 


AGE—35—$13.17 


REDUCED TO THIS FIGURE BY AN EARNED DIVIDEND 


NO CASH LOAN or CASH SURRENDER VALUES 
OR OTHER EXPENSIVE SO-CALLED INVESTMENT FEATURES 


No Winds of Chance—No Sudden Change in the Current of Business 
Affairs Can Affect the Strong Financial Position of This Company 


Excellent opportunity for salesmen—lIllinois, Michigan, Indiana, Missouri. 
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MUTUAL LEGAL RESERVE LIFE INSURANCE 


10 EAST PEARSON ST. CHICAGO 














Values and all Changes in Policy Literature, Rate 
Books, etc. — ting the “Unique 
Digest,” publis! annually in May at $5.00 and the 


“Little Gem” published annually in March at $2.00 




















Bankers National Life 


Dividends to policyholders are being 
continued by the Bankers National Life 
of Jersey City in 1934 on the same scale 
that prevailed in 1933. Interest of 4% 
percent is maintained on dividends left 
on deposit and 4% percent on policy 
proceeds. A cash dividend to stock- 
holders of 5 percent has been declared. 
This is the first dividend to stockholders, 


New York Life 


The New York Life has issued a new 
child’s protection supplementary policy 
providing for waiver of premium in 
event of death of the parent before the 
child reaches age 25. It is issued on 


principal forms and the limits are ages 
10 to 20 on children and 55 on parents, 














rs 


‘ 


es 


for the States of New York and Ohio BUFFALO. NX 


Men who would make good local and district managers in various territories in New 
York and Ohio are wanted by this 62 year old company... to start s agents. Write in 
confidence with details of experience to E. Parker Waggoner, Supt. of Agents, Buffalo. 








WANTED 

By one of the oldest health and accident insurance companies, now ready to begin writing 

legal reserve life insurance on a purely mutual plan, a Superintendent of Agencies for the State 

of Ohio. Previous experience not as essential as a willingness te work. If you have the knack 

of finding men who make good as agents, write and tell us about yourself. It is necessary that 
you be a member of the Masonic Fraternity. 

Address your replies to Box Y-36, The National Underwriter before April 1st, giving 


age, 
salary expected and anything else that will convince us that you are the man for t job. 
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NEWS OF THE 


FRATERNALS 





Lutheran Mutual Aid Report 


Waverly, Ia., Institution Closed the Year 
With $4,727,361 of Assets and 
$33,571,232 Insurance in Force 





The Lutheran Mutual Aid Society of 


gage loans $2,349,658, government, mu- 
nicipal and public utility bonds $937,742, 
real estate $323,485, certificate loans 
$626,007. 

Policy reserves amount to $3,911,795, 
contingent reserve $353,521, reserve for 
1934 refunds $26,318 and net surplus 
$271,878. 

Insurance in force amounts to’ $33,- 


in its annual statement | 571,232, the mortality ratio was 35.65 
shows assets $4,727,361, including mort- | percent. Since organization the Luth- 
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SERVICE 
FROM THE START 


HEY await your arrival—it seems— 
| these alert, courteous attendants, 
ever on hand at the Shelby portals. 


Your baggage is away—and to your - 


room or suite in no time. You feel the 
smile you see everywhere—its gen- 


vine hospitality. Too, you'll like Hotel. 


Fort Shelby’s convenient location— 
its smart lobby shops—the good food 
of its three popular priced restau- 
rants. Complete garage facilities. 


900 rooms —all with private 
bath, circulating ice water, 
box-mattressed beds and tip- 
eliminating servidors. Rooms 
$2 to $10. Suites $6 to $25. 


MAYNARD D. SMITH 
President 
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eran Mutual Aid has paid to members 
or beneficiaries $4,331,963, of which 
$3,762,314 represents death or disability 
benefits and $569,648 distribution of sur- 
plus. During 1933 there was paid to 
members or beneficiaries $510,967. The 
society is under the management of 
President O. Hardwig. 


Attack Is Made on Fraternal 





Policyholder Applies for Receiver for 
the Locomotive Engineers Mutual 
Life & Accident 





Receivership for the Locomotive En- 
gineers Mutual Life & Accident of 
Cleveland was asked by G. C. Webster, 
a Chicago engineer, in a petition filed 
with the federal court. A. Johnston, 
grand chief engineer of the Brother- 
hood of Locomotive Engineers and a 
former president of the life association; 
J. H. Cassell, secretary and treasurer, 
T. J. Bissett, president of the associa- 
tion, were named co-defendants. Mr. 
Webster in the petition alleges that al- 
most all the assets of $10,086,432 had 
become frozen and the liabilities are 
$10,000,000. He averred that a second 
mortgage on the Standard Trust Bank 
building securing a $5,000,000 loan to 
the Brotherhood of Locomotive Engi- 
neers Building association was allowed 
to become a third mortgage. He fur- 
ther declared that Messrs. Johnson and 
Cassell failed to withdraw 40 percent of 
the association’s $1,200,000 deposit in 
the Standard Trust bank in 1931, al- 
though they knew it was insolvent. The 
petition stated that $139,000 of insur- 
ance is in force and the face value is 
impaired. The Locomotive Engineers 
Mutual Life & Accident was founded 
in 1867 as a fraternal. It went on a 
legal reserve basis as of Oct. 1, 1933. 

“We believe the case filed is utterly 
without merit, and it will be vigorously 
contested,” President Bissett said. “We 
will welcome an early hearing and de- 
termination of the questions attempted 
to be raised in this case. We under- 
stand that the Webster case has been 
filed by a disgruntled member of the 
Brotherhood of Locomotive Engineers 
for the purpose of attacking the entire 
plan of reorganization of the insurance 
authorized by the 1933 convention.” 


Charged to Legal Reserve Basis 


At the triennial convention last fall 
it was voted to change from the assess- 
ment to the modified legal reserve plan. 
The suit filed declares that this means 
practically abolition of the 40-year pro- 
vision and disability benefits. It will 
mean an unreasonable and prohibitive 
increase in rates particularly for older 
members, according to the petition. It 
also charges that it would mean the 
abrogation of all rights under outstand- 
ing certificates if certain options speci- 
fied are not exercised on or before April 
1, 1934. This is the final date for the 
transfer of old policies to the new. The 
complainant states that he has three 


| policies of $1,500 each paid up since 


1929 and under the new plan he would 
have to surrender them and pay $41.30 
per month on $2,430 insurance the rest 
of his life while receiving no. disability 
benefits. 

It is charged that the by-laws en- 
acted at the convention are null because 
they attempt to impair the obligations of 
a contract and take property from mem- 
bers without compensation or due 
process of law. 


Equitable Reserve’s Figures 


The annual statement of the Equitable 
Reserve of Neenah, Wis., shows assets 
$7,490,062 of which $1,171,590 is real 
estate, $1,454,767 mortgage loans, $4,- 
059,247 bonds, $859,616 policy loans, cash 
$113,564, total liabilities $190,277. Its 
premiums last year were $933,026, total 
income $1,337,127, paid benefits $777,208, 
total disbursements $1,099,975. The as- 
sets increased $90,720. An investment 
reserve amounting to $438,613 has been 
set up. 
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Jottings at Gathering 
of Fraternal Congress 


— a 


Judge John C. Karel of Milwauke. 
vice-president of the National Fraternal 
congress, who is slated for president jp 
the election in August, is an aggressiy, 
and efficient, but also gracious master of 
ceremonies. The sessions of the Ch. 
cago mid-winter meeting moved along 
according to schedule largely through 
his unrelenting rounding up of member: 


* * * 


















The first day in the Chicago meeting The 1 
was virtually “Wisconsin day.” Judge MM inders 
J. C. Karel, president Equitable Reserve I ¢qenci 
of Neenah and probate judge Milwaukee 
in the morning introduced an old Wis jroug! 
consin friend, President M. J. Cleary of & wester 
the Northwestern Mutual Life, Milwav %& congr< 
kee, and in the afternoon ‘Judge Evan && cociati 
Evans, circuit court of appeals in Illi-@ ¢. ( 
nois, formerly of Wisconsin, with whom genera 
he went to law school. There also was MM presid 
H. L. Ekern, insurance attorney, who MM of Li 
‘formerly was Wisconsin insurance com- speake 
missioner and attorney-general. Mr. MM fische 
Ekern gave much time to the congress MM of th 
in reviewing legal matters. the sa 


ee * other 


Those at the head table at the Wash jm lle 4 
ington Birthday luncheon of the Na jm ' <4 
tional Fraternal Congress in Chicago fm “! a 
were W. F. Traub, head of the Roya jm (ot th 
League, Chicago; Peter F. Gilroy, head a 
consul Woodmen of the World, Den- Sty 
ver; Mrs. Anna R. Downes, head of the Mm Fisch¢ 
Women’s Catholic Order of Foresters, i - 
Chicago; H. A. Beckett, Cleveland, het 
president Fraternal Society Law Asso- pe : 
ciation; Judge Karel, Bradley C. Marks, jm 8 
head of the A. O. U. W., Fargo, N. D, a “?& 
and president of the congress; Philip # Must 
Steele, president Chicago Fraternal Life Ent 
Association; Thomas H. Cannon, head The 
of the Catholic Order of Foresters; Chi- 


cago; Mrs. Mary E. LaRocca, national bi 
president Woodmen Circle, Supreme a 


Forest, Omaha; Frank Hough, seere- 
tary Fidelity Life Association, Fulton, Mr, I 
Ill., and Mary Smith, fraternal super- 1 


visor Illinois insurance department. lowin: 
2 = have 


The past presidents of the congress # many 
were asked to stand at luncheon. Among J Plianc 
these were George R. Allen, president i Succe 


Standard Life of Lawrence, Kan.; Tom brain 
M. McCullough, president Praetorians; effort. 
Mrs. La Rocca, Mr. Cannon, Mrs. Bina vat 
West Miller, president Woman’s Benelit virtue 
Association, Port Huron, Mich.; Mrs. to do 
Frances Buell Olson, president Degree little 
of Honor Protective Association, St. he we 
Paul. “ht 

se aa ties, b 


The Fidelity Life Association, for J ! ou 
merly the Mystic Workers of Fulton, check 
Ill., probably had the largest attendance —go 
of any one organization at the meeting. 
The day before congress opened, the 
board of directors of the Fidelity Lite space 
held a meeting in Chicago and many tt 
mained over for the sessions. Among oclis 
those on hand were Secretary Frank W. i A 
Hough, Treasurer L. F. Schoch, Medical piste 
Director C. M. Frye and Lee E. Joslya rs ag 
of Detroit, John W. Leedle of Chicago am 
and John Riordon of Morris, III., direc: 







a con 
tors. apes of a 
just « 
Floyd E. Thompson, the luncheon survir 
speaker at the mid-winter meeting Great 
the National Fraternal Congress, 7 in tre 
special attorney for the Modern Wo0t Econ 
men in its rerating campaign. Fre 
* * 
SABE Xs TE 
Among the old line life insurance pe rata 
ple attending were Harry R. we feta 
vice-president and Wendell P. Coltf more 
actuary, American Central Life, Indian Were 
apolis, and H. J. Hornberger, actuar) tient: 
Great Northern Life, Chicago. Mm they 
re Se : Paral 
C. B. Durham of Indianapolis Mt Davi 
joined the Franklin Life under Cee with 
Agent R. L. Colby, as district manag” least 
for Madison, Henry and Delaware °c! ditio 





ties. 
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ALES IDEAS AND SUGGESTIONS 








Selling Security of Life Insurance 
and Meeting Present Conditions 
Stressed at Kansas City’s Congress 


KANSAS CITY, MO., March 8.— 
The need for self-improvement in life 
underwriting, a spirit of renewed con- 
fdence in the future, and many practi- 
cal sales ideas and methods were 
brought out by an able group of mid- 
western speakers at the annual sales 
congress of the Life Underwriters’ As- 
sociation of Kansas City. 

C. O. Fischer, Massachusetts Mutual 
general agent at St. Louis and_ first 
president of the Missouri Association 
of Life Underwriters, was the first 
speaker. Upon “Today’s Salesman,” Mr. 
Fischer believes, rests the responsibility 
of the recovery program, for unless 
the salesman sells more, the work of all 
other agencies eventually will fail. The 
life underwriter must prepare himself 
for the new deal, must think in terms 
of what the customer wants and needs; 
for the depression has made people very 
critical of what they buy. 

Styles may go out of fashion, Mr. 
Fischer pointed out, but dependability 
is today as yesterday what people ac- 
tually are buying. Realization of this 
by the agent means sales, for what he is 
selling in life insurance is, primarily, 
dependability. 


Must Be Equipped With 
Enthusiasm and Confidence 


The underwriter must be equipped 
with enthusiasm and _ confidence. 
good mental attitude during the past 
two or three years has meant the differ- 
ence between success and failure, said 
Mr. Fischer. “Intelligent daily activity 
plus sustained effort means success. Fol- 
lowing these laws, many underwriters 
have succeeded; not following them 
many have failed. Not you, but com- 
pliance with the laws, produces success. 
Success is not so much a matter of 
brain as it is of organized, consistent 
effort. 

“It doesn’t matter to me how many 
virtues a man possesses. If he fails 
to do, every day, day after day, the 
little things he can ‘do or duck,’ then 
he won’t succeed. ies 

“It is easy to dodge our responsibili- 
ties, but we can’t dodge the consequence 
of our dodging. The underwriter should 
check up on himself very occasionally 
—go to his general agent or manager 
and ‘go through the clinic.’ Only in 
that way can he correct his faults and 
succeed; or discover qualities which 
make his continuance in life insurance 
foolish.” 

“Adjust yourself to present day con- 
ditions,” declared Roy L. Davis, life 
department manager of the W. W. Dur- 
ham Company, Chicago, and president 
of the Chicago association. “Living in 
a complicated age, and on the threshold 
of a business revival, we can either ad- 
just ourselves to today’s conditions and 
survive, or we can drift and drown. 
Great pilots are made only by steering 
in troubled waters.” 


Economics Still Convalescing 
From Serious Illness 


“Economics is convalescing from a 
serious illness, and though confidence is 
returning, and people are today slightly 
more happy about seeing us than they 
Were two years ago, some of the pa- 
tients want to get up and run when 
they should walk, and others still are 
paralyzed by fear. We cannnot,” Mr. 
Davis believes, “do much as individuals 
with general conditions, but we can at 
least not blame them for our own con- 
dition,” ; 








“Special knowledge is necessary to 
sell life insurance. Is your sales talk 
up-to-date and told in a language the 
prospect can understand? Make it 
simple. Is it interesting to the pros- 
pect? Don’t make the mistake of sup- 
posing he cares about you, or your 
company—tie your story up with him 
and his life, his interests. Is your story 
dynamic enough to produce results? It 
may be old to you, but it isn’t to the 
prospect. Are you lettirig ~the~ side- 
shows distract you from your main pur- 
pose of selling insurance? Cultivate a 
selective ignorance, like the radio. 


Figure Job in 
Terms of One Day 


“A sales method is merely a device 


-by which I can show the prospect how 


to do what he wants to do through life 
insurance. Personally, I use two inter- 
views to sell. Inthe get-acquainted 
one I don’t ask many questions, but 
merely try to see if his personality and 
mine clash. This first interview may 
take five minutes, five days, five years, 
but it always precedes the second. In 
this I show the prospect a plan, a mini- 
mum program to fit his conditions now. 
As time goes on I attempt to keep his 





: = ' 
program fitted to his present condition. 


My job doesn’t end with the sale. 

“Reduce your job to manageable 
fractions. Figure it in terms of the 
next day, not the next year. You can 
know what you’re going to do in the 
next 24 hours, but not in the next 12 
months. Do the day’s work, and the 
year’s work will take care of itself. 
Twenty-four hours is a fraction of time 
that you can control.” 

In closing, Mr. Davis said that 1934 
challenges the underwriter to have (1) 
the zeal of a crusader, (2) the stamina 
of a pioneer, (3) the vision of an artist, 
(4) the dramatic quality of a Barry- 
more, (5) the singleness of purpose of 
a Lindbergh, (6) the optimism and faith 
in the future of America and her people 
of a Roosevelt, and (7) the stick-to- 


itiveness of LePage’s glue. 


Greater Responsibility to 
Prospect Is Felt today 


George Brannan, New York Life pro- 
ducer at Little Rock, took the under- 
writers on a humorous flight into “The 
Status-Fear.” “I feel more responsi- 
bility toward the prospect today than I 
used to,’ he declared, “because I feel 
we have the only sure way by which 
he can get back to a secure position. 
We as underwriters can build back the 
thrift habit in people through life in- 
surance. People still can be sold on se- 
curity. I’m preparing to give them all 
the facts in the case—they’re not going 
to have any grounds of objection to 
life insurance to stand on. Life insur- 

(CONTINUED ON NEXT PAGE) 





Says Sales, Not Contacts, Are Desired 





Too many so-called salesmen are 
blocking the pathway of life insurance 
selling by making many contacts with 
the idea of getting sales when business 
is back on its feet, General Agent A. E. 
Patterson of the Penn Mutual in Chi- 
cago stated in a talk on “Mediocrity” 
in the central Ohio sales congress at 
Columbus. American business today 
needs more salesmen and less contact 
men, he said. Business is getting back, 
but it needs men to help put it back 
on its feet rather than a multitude of 
mediocre individuals standing for a mir- 
acle. 

A 12 month period which has been 
the most significant in the history of 
this country has just ended. President 
Roosevelt has fought a grand fight, Mr. 
Patterson said, and is winning. Every 
one feels better. There is a definite up- 
ward trend in productive activity. It 
is a time for organizing oneself in the 
life insurance business to do a selling 
job, to have courage to carry on, to be 
enthusiastic. 


Five Outstanding Facts 
in Life Insurance Cited 


Mr. Patterson said that there are five 
outstanding facts regarding life insur- 
ance today. It paid out last year $3,- 
100,000,000, or nearly 10 percent of the 
estimated national income. Of the 
amount almost 70 percent or $2,175,000,- 
000 was paid to living policyholders. 
There was placed on lives ,of the citi- 
zens $13,000,000,000 of new insurance, 
involving $400,000,000 outlay. Insurance 
in force dropped only about 5 percent 
at the end of last year in spite of the 
most difficult 12 months period in our 
history. Approximately one out of 
every two persons in the country is in- 
sured, there being 63,000,000 policy- 
holders. Combined assets of American 
life companies, Jan. 1, were nearly $21,- 
000,000,000, or double the amount in 
1922, these f&ssets being the cream of 
the mortgage and security opportunities 
of the world. 

These facts are useful and inspiring. 








They can be cited to the agents by the 
general agent or manager with the ad- 
vice to go out and make 40 calls a week, 
to have 15 real sales interviews, to se- 
cure a minimum of 20 new names of 
prospects weekly, to write not less than 
two applications a week, to get organ- 
ized and keep organized. But, said Mr. 
Patterson, the job of selling finally falls 
on the shoulders of the agent. He can- 
not place the blame on the life insur- 
ance business, his company or his man- 
ager when he fails. 

No present day selling can be accom- 
plished without having an orderly mind 
and specific plan. Mr. Patterson sum- 
marized a work schedule devised by one 
of his men: 


Gives Ten Rules for 
Organizing One’s Work 


1. Get up at 7 a. m. each day; be in 
re not later than 8:30; out on street 

y. 9. 

2. Keep a work sheet, but plan it 
the night before. 

3. Try to see ten prospects each day, 
including Saturday. 

4. Have at least three interviews 
each day where the prospect is asked to 
buy at least five times, based on or- 
ganized sales talk. 

5. Get three new names each 
not less than 20 per week. 

6. Work not less than two nights 
each week. 

7. Have not less than one luncheon 
appointment each week. 

8. Spend 20 percent of the time pros- 
pecting; pay particular attention to 
prospects in lines of business making 
money. 

9. Keep change of age and birthday 
files up to date; send out birthday greet- 
ings regularly and follow up change of 
age at least ten days prior to change. 

10. Put in one hour each day in 
study of the business. 

This agent, Mr. Patterson said, does 
no service work except after 4 p. m. 
each day. 


day, 











Thurman, Patterson 
and Gray Talk at 
Columbus Congress 





Speaking before the life insurance 
sales congress at Columbus, Oliver 
Thurman, vice-president the Mutual 


Benefit of New Jersey, urged life insur- 
ance writers not to make comparisons 
between companies on the basis of their 
annual statements. These statements, 
he declared, do not tell the whole story, 
and in order to get the right picture, it 
is necessary to look into the manage- 
ment methods of each company. Even 
actuaries cannot tell what these state- 
ments indicate, much less an insurance 
writer in the field. 


Preparation Is Needed in 
Selling Life Insurance 


Mr. Thurman stressed the need of 
preparation in the selling of life insur- 
ance and the use of every day language. 
Instead of educating the public as to 
the values of life insurance, he asserted. 
too many life insurance men have been 
‘sold” by the public on hard luck 
stories, and inability to buy. Things are 
getting better, he said, and the fear that 
has gripped men and women is passing. 
People are still dying, he continued, and 
there is still a need for life insurance. 
That the young people have been sold 
on life insurance was stressed by Mr. 
Thurman, who said they have been im- 
pressed by the stories told by their 
elders around the firesides, where the 
value of life insurance has been cited. 
while the values of other investments 
have declined. Life insurance is the 
greatest medium for gratifying the aims 
to care for one’s loved ones, and those 
who sell life insurance must get back to 
this fundamental. Life insurance, Mr. 
Thurman contended, will meet every 
need and real salesmanship will produce 
the business. Life insurance men, he 
declared, have a responsibility as well as 
an opportunity under the new order of 
things. 


Different Policies to 
Fit All Men’s Needs 


A. E. N. Gray, assistant secretary 
Prudential, told of the principles of un- 
derwriting underlying the various forms 
of policies and declared that every man 
has special needs that some particular 
sort of policy will fit best. A life insur- 
ance policy, he said, is an investment and 
a protection and the aim of the agent 
today should be to present a picture 
that the prospect can visualize and tell 
it in words that the prospect can under- 
stand. He declared that figures should 
be carefully set forth in order that the 
twister in life insurance may be 
thwarted. Life insurance, he asserted. 
enables one to make his will before he 
has created an estate. He referred also 
to the dawn of a new era as a result of 
the depression, and declared that the 
reason many men have not succeeded 
in life insurance is that they have not 
been willing to pay the price of suc- 
cess. 

A. E. Patterson, general agent Penn 
Mutual, Chicago, said that one thing 
that life insurance needs is more sales- 
men and fewer contact men. 

J. G. Monroe, superintendent of 
agencies of the Midland Mutual, who 
was 76 on the day the sales congress 
was held, was the oldest man present. 
E. B. Gerlach who has been with the 
Equitable of New York, 40 years, most 
of the time in a managerial capacity, 
had served more years in life insurance 
service than any other man present. 











28 


THE 








NATIONAL 





UNDERWRITER 








March 9, 193 

















| ACTUARIES 








CALIFORNIA 








Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 


114 Sansome Street 
SAN FRANCISCO LOS ANGELES 








ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State i218 


CHICAGO, ILLINOIS 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
atisticians 

















J. Charles Seitz, F. A. 1. A. 
CONSULTING ACTUARY 
Author “A System and Accounting for @ Life 
nsurance Company.”’ 
Attention to 
Legal Reserve, Fraternal and Assessment Business— 


Pensions 
orth La Salle Street 


226 N 
Phone Franklin 6559 Chieage 














INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 














ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. Bidg.. Jefferson City, 


an 
800 Security Building, Kansas City 











NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 

















Audits — Investigations | 
FERGUSON, DANIELS & PORTER 


New York, N. Y. 


Organization Management 











PENNSYLVANIA 


FRANK M. SPEAKMAN 
Consulting Actuary 


Fred E. Swarts C. P A 
B. P. Higgins 
THE BOURSE 














PHILADELPHIA 











“Living Trusts—Including Life Insur- 
ance Trusts,” oF Gilbert T. Stephenson, 
will give you the practical information 
you should know on the various trust 
agreements. Price, $3.75. Order from 
The National Underwriter. 


Most Objections Should Be 
Ignored, Declares Kutcher 





(CONTINUED FROM PAGE 5) 


agency in the last six months.” Sum- 
maries of some of these objections and 
answers follow: 

_ (1) The man who would buy more 
insurance but is paying a monthly sum 
to support his parents or other rela- 
tives: let him reduce the amount of such 
payments by say 10 percent, applying 
this sum to insurance, which would con- 
tinue the payments for a time even 
though the policyholder died. (2) the 
man who prefers the monthly saving 
feature of building and loan: divide the 
insurance into three quarterly policies, 
so that each premium payment comes 
in a different month. (3) “Won’t buy 
till I wipe off present policy loans”: 
suggest “six plus two” plan of liquida- 
tion in event of death, the figures sig- 
nifying the 6 percent on his loans and 
the 2 percent representing approxi- 
mately the premium on ordinary life to 
cover the loan. (4) “Companies are 
cutting their dividends so drastically 
that I am faced with a higher life in- 
surance expense this year”: Can you 
blame life insurance companies for fall- 
ing in line with the NRA and advanc- 
ing the prices of their product? Are 
you selling your goods for the same 
prices as six months ago? (Why talk 
with a man about the factors which 
have been responsible for dividend re- 
ductions? Talk his language, not 
yours.) (5) “I don’t care to take on any 
more obligations until things look more 
settled’: If things work out right, and 


they must work out right, what’s the 
difference if you have taken on an extra 
line of life insurance. If on the other 
hand, in your opinion things don’t work 
out, then what does it matter where 
you put your money. You're through 
anyhow. (6) “Afraid of inflation’: By 
increasing your insurance you provide 
for increases in the cost of living that 
inflation would cause your family if you 
should die. Yet the premium would be 
only about 3 percent a year on the in- 
creased amount. 





Selling eaeday Me Policy, 
Meeting Conditions, Stressed 


(CONT’D FROM PRECEDING PAGE) 


ance has a story of safety to tell and it 
is our duty to tell it.” 

J. R. Hastie, Chicago, associate man- 
ager Mutual Life of New York, believes 
“you don’t need to know life insurance 
if you know your life insurance man. 
In what is bought and sold the only 
thing of value is that which cannot be 
bought and sold, the integrity and hon- 
esty of the man.” 

Speaking on “Budgeting and Pro- 
gramming Insurance,” Mr. Hastie as- 
serted that agents can change destiny 
with so simple a thing as a budget and 
a program. “Many agencies have in- 
creased their business—business that 
stays on the books—by budgeting and 
programming.” 

Frank M. See, St. Louis generai 
agent of the New England Mutual, 
closed the congress with his famous 
“Ten Commandments for Closing a 





Sale.” 











W. P. GRANT WITH JONES 


R. L. Jones, general agent in New 
York City for the State Mutual Life, 
has announced the appointment of W. 
P. Grant as associate general agent. 
Mr. Grant was formerly with the Harris 
Wofford agency of the Prudential in 
New York City. His father is general 
agent of the Penn Mutual Life at Se- 
attle, Wash., and his grandfather was 
general agent of the same company at 
Salt Lake City. He is a graduate of the 
University of Washington. Mr. Grant 
is a son-in-law of J. Elliott Hall, gen- 
eral agent in New York City of the 
Penn Mutual Life, and was a supervisor 
with that agency before joining Mr. 
Wofford’s office. 

* * * 
ECKER MADE CHAIRMAN 


President Frederick H. Ecker of the 
Metropolitan Life was appointed chair- 
man of a committee of representatives 
of large life companies and savings and 
commercial banks to work out relief 
plans to protect the holders of some 
$1,000,000,000 worth of guaranteed mort- 
gage certificates. Mr. Ecker’s appoint- 
ment was announced folowing a confer- 
ence of banking and life insurance offi- 
cials with Governor Lehman at Albany. 
Other life insurance executives on the 
committee are President T. A. Buckner, 
New York Life, and President T. I. 
Parkinson, Equitable Life of New York. 

One of the features of the report of 
the Moreland act commissioner, who 
was appointed to investigate the diffi- 
culties of the guaranteed mortgage com- 
panies, was the formation of a corpora- 
tion to make loans to certificate hold- 
ers, and that investment to the extent 
of $10,000,000 should be made in the 
notes of this corporation by financial 
institutions, including life companies and 


savings banks. 
* * x 
8S. J. KATZMAN’S CHANGE 


Selig J. Katzman, well known among 
New York City Life Underwriters, has 
changed his agency connection to the 
Harris Wofford agency of the Pruden- 





AS SEEN FROM NEW YORK 


By R. B. MITCHELL 


‘charge of full-time agency development 





tial in New York City. For the past 





nine years Mr. Katzman has been con- 
nected with the Julian S. Myrick office 
of the Mutual Life of New York. Mr. 
Katzman has taken an active interest in 
the C. L. U. movement and in other 
educational activities. He took the first 
life insurance training course offered by 
New York University under G. M. 
Lovelace, now second vice-president of 
the New York Life, and R. G. Engels- 
man, general agent Penn Mutual Life. 
In 1929 he took a further course under 


Leon Gilbert Simon on_ inheritance 
taxes. 
Mr. Katzman is a graduate of the 


New York university school of com- 
merce, class of 1919 and joined the Ives 
& Myrick agency in 1925. During the 
interim he was in the accounting busi- 
ness. 
* * * 
PRUDENTIAL PROMOTIONS 


The promotion of M. M. MacLeod, 
assistant manager of the Manhattan or- 
dinary agency of the Prudential at 90 
John street, New York City, is an- 
nounced. He has been a brokerage rep- 
resentative and has been placed in 


to succeed W. P. Grant, resigned. R. 
F. Bigelow, who has been agent, be- 
comes an assistant manager succeeding 
to the position of brokerage representa- 
tive. 

Mr. MacLeod, who attended Hotch- 
kiss and Princeton, has been with the 
Prudential since May 16, 1932. He was 
a prominent hockey and tennis player 
and last year won the Class B metro- 
politan squash-racquets championship. 
Mr. Bigelow has been with the Pru- 
dential since Sept. 6, 1932. 


* Ok 
INTEREST IN HERCULES PLAN 





While there is no thought that the 
low-priced insurance plan of Sears, Roe- 
buck’s Hercules: Life will make it a ser- 
ious competitor, many feel that the pro- 
posed 25 percent first-year commission 
scale will stir up the question of changes 
in commission scales of other companies 


at a time when all too many agents are | ll 








having a hard time getting by with th 
compensation level now in force. 
The subject is attracting widesprea 
interest. Most of the comment, pg. 
ticularly from field men, is decidedly a¢. 
verse. It will undoubtedly be discusse 
at the mid-year meeting of the executiy, 
committee of the National Associatig 
of Life Underwriters, April 27-28 x 
Cincinnati. 
* * 
SOME FEBRUARY FIGURES 



























The paid-for business of the Julian 
Myrick office of the Mutual Life ¢ 













New York for February was $1,643,560) 
as compared with $2,336,788 in 1933, 
For the year the total amounted to $3. 
932,262 as compared with $3,951,501. 

The C. E. DeLong agency of the 
Mutual Benefit Life in New York City 
paid for $1,303,500 last month as against 
$1,256,570 a year ago, and for $2,495. 
800 in the first two months against 3). 
641,937 for the same period in 1933, 

The Luther-Keffer agency of the 
Aetna Life in New York City paid for 
$1,918,420 in February and for $3,909- 
074 in the first two months of the year, 

The J. Elliott Hall agency of the Penn 
Mutual Life paid for $1,180,729 in Feb. 
ruary, as against $1,533,411 in the same 
month last year. For the year to date, 
paid business was $2,625,181 as against 
$3,322,864 a ras 









SAVINGS BANKS AND INSURANCE 


Savings banks in New York state 
would be permitted to establish life in- 
surance departments under the terms of 
a bill introduced this week in the state 
assembly. Such proposals have _ been 
brought up from time to time in the 
legislature here, but have never got very 
far. It is not believed that the latest 
attempt in that direction will have any 
greater success. 


H. J. Anderson, formerly with the Con- 
necticut General, has joined the Equita- 
ble Life of Iowa in Cleveland as super- 
visor. 
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